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Veterans  Day  — November  11, 1992 


Today,  we  honor  and  salute  all  of  the  many 
millions  of  American  veterans  who,  throughout 
our  history,  have  unselfishly  placed  their  lives 
on  the  line  for  liberty. 


Before  we’d  inaugurated  our  first  president . 

. . or  ratified  the  Constitution  ..  .or  even  written 
the  Declaration  of  Independence,  making  us  a 
country . . . we  looked  to  soldiers  to  d^end  our 
inalienable  American  liberties. 

In  the  many  years  that  have  passed  since  our 
nation  was  born,  veterans  have  provided  selfless 
service  to  this  great  country  in  both  time  of 
peace  and  time  of  war.  The  first  minutemen 
came  from  town,  field,  and  forest  to  answer 
America’s  call.  The  Buffalo  Soldiers  guarded  the 
Western  frontier  against  Indian  attacks.  And, 
most  recently,  the  desert-camouflaged  soldiers 
of  Operation  Desert  Storm  liberated  Kuwait 
from  Saddam  Hussein’s  oppression. 


Although  we  honor  all  our  veterans  and 
value  their  service  and  sacrifice,  this  Veterans 
Day  of 1992  is  an  appropriate  time  to  pay  spe- 
cial tribute  to  American  veterans  of  World  War 
II,  because  this  is  the  second  year  of  the  Dffense 
Department’ s Commemoration  of  the  50th  Anni- 
versary ofWM^j^^I. 

^erans  of  World  War 
(or  all  Amerihi^jSxrans.  For  they 
'.yand  are,  made  oftn^m^  stuff;  they  were, 
re,  equally  passionat^n^ir patriotism 
loVercflibetiy. 

141,  when  the  Japanfsejair  raid  on  Pearl 
hurled  us  into  Worjkj^r  II,  we  mus- 
than  16fi00fiv0  Jjjimricans  to  battle 
im^looo  servicemembers 


Our  loss  was  tragic,  but  how  different  the 
world  would  be  today  if  our  nation  had  not  mobi- 
lized, had  not  sent  its  sons  and  daughters  across 
two  oceans  to  help  dffend  the  free  world.  Just 
over  50  years  ago,  American  freedom  was  more 
truly  imperiled  than  at  any  other  time  in  our  his- 
tory. 


It’s  history  that  we  in  the  defense  community 
will  be  looking  at  closely  over  the  next  3 years  in 


our  commemoration  of  World  War  II.  We  ear- 
nestly invite  all  Americans  to  join  us  in  this 
thoughtful  look  at  history,  for  there  are  import- 
ant lessons  to  be  learned.  Among  these  lessons 
are  reaffirmations — rectffirmations  of  the  an- 
swers we  already  know  to  the  following  ques- 
tions: Who  are  these  veterans  we  honor  today? 
What  do  they  look  like?  Where  do  they  come 
from? 

In  truth,  our  veterans  are  the  very  embodi- 
ment of  America  itself.  They  are  the  composite  of 
our  nation  and  all  that  has  made  it  great. 

American  veterans  of  World  War  II,  like 
those  who  served  before  and  after  them,  repre- 
sent all  races  and  ethnic  groups.  They  are  men 
and  they  are  women  of  every  creed  and  belief. 
They  are  your  neighbor  next  door,  the  merchant 
at  the  mall,  and  the  police  officer  on  the  corner. 
They  are  the  27  million  Americans  living  today 
who  have  proudly  worn  their  country’s  military 
uniform.  And  they  are  the  more  than  one  million 
who’ve  died  defending  America. 

No  matter  where  or  when  our  veterans  have 
served,  they’ve  always  served  with  distinction. 
They  knew  the  loneliness  of  leaving  loved  ones 
behind,  and  the  fear  of  death  in  a foreign  land, 
alone,  far  from  home.  In  serving  America,  they 
sweated,  they  bled,  and  they  agonized.  They 
crawled  through  mud  and  rain,  and  often  ate 
their  food  from  a tin  can  or  a plastic  wrapper. 
They  forged  deep  friendships . . . and  felt  deep 
pain  when  their  friends  were  killed  or  maimed  in 
battle. 

Who  are  the  veterans  of  World  War  I?  World 
War  II?  Korea?  Vietnam?  Who  are  the  veterans 
of  the  Persian  Gulf?  You  may  tell  the  difference 
by  the  wrinkles  on  some  faces  and  the  smooth 
skin  on  others.  You  may  tell  the  difference  by  the 
medals  they  wear.  But  you  can’t  tell  the  differ- 
ence by  their  devotion  to  duty  and  their  love  of 
country,  for  there  is  no  difference.  Look  into 
their  eyes.  Whatever  war  they  served  in,  you  see 
a tear  for  fallen  comrades,  you  see  hope  for  last- 
ing peace.  Let  us  look  into  the  eyes  of  our  veter- 
ans and  let  us  say  to  them,  we  are  a grateful 
nation — we  remember. 
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Kudos  for  and 
from  Reserve 

S8  I would  like  to  share  with  you 
the  kind  words  of  MG  Roger 
Sandler,  chief  of  the  Army  Re- 
serve, regarding  Army  Reserve 
recruiting  accomphshments  during 
FY  92. 1 am  very  proud  of  each  and 
every  one  of  you,  and  know  you 
will  continue  your  fine  efforts 
throughout  FY  93. 

— MG  Jack  C.  Wheeler 


Dear  General  Wheeler, 

I sincerely  appreciate  the  su- 
perb job  USAREC  has  done  in 
recruiting  highly  qualified  sol- 
diers for  the  Army  Reserve. 

The  non-prior  service  quality 
marks  are  at  an  all  time  high. 
The  prior  service  DMOSQ  rate 
is  a significant  readiness  en- 
hancer for  the  USAR.  These  ex- 
cellent results  will  strengthen 
the  Army  Reserve  for  years  to 
come. 

FY  93  is  shaping  up  to  be  a 
challenging  year  for  achieving 
Selected  Reserve  End  Strength. 
The  likely  partial  restoration  of 
strength  will  require  much 
higher  than  anticipated  prior 
service  gains.  I need  your  con- 
tinued support  in  producing 
quality  prior  service  soldiers. 

Please  pass  on  my  gratitude 
to  the  soldiers  of  USAREC  for 
their  outstanding  contribution 
to  the  Army  Reserve. 

Sincerely, 

MG  Roger  W.  Sandler 

Chief,  Army  Reserve 


New  training 
technique 

H The  HQ  USAREC  Training 
Directorate  is  currently  developing 
an  approximately  120-minute  com- 
puter-based video  training  system. 
This  system  will  employ  the  latest 
in  interactive  video  disc  (IVD) 
training  techniques  and  will  teach 
Army  recruiters  to  improve  their 
face-to-face  prospecting  skills. 

This  IVD  is  the  pilot  project  for 
USAREC  and  is  the  bridge  to  re- 
cruiter 2000  in  developing  new 
training  programs. 

Beginning  in  January  this  sys- 
tem will  be  tested  at  the  Recruiting 
and  Retention  School.  Once  testing 
is  complete  in  February,  this  new 
training  tool  will  be  distributed  to 
the  entire  recruiting  field  force. 

Within  the  prospecting  IVD,  the 
recruiter  will  be  trained  in  four  sub- 
ject areas  with  either  tutorials  or 
lesson  modules.  The  areas  are: 

■ Pre-planning/Time  Manage- 
ment 

■ Cold  Call  Prospecting 

■ High  School  Prospecting 

■ High  Grad  Prospecting 

During  the  tutorial  on  Pre-plan- 
ning/Time Management,  the  stu- 
dent will  assist  IVD-generated 


Army  recruiters  with  planning  and 
scheduling  various  face-to-face 
prospecting  missions.  The  student 
will  select  from  several  multiple- 
choice  decisions  regarding  the 
mission. 

During  a selected  module,  the 
student  is  called  upon  to  directly 
interact  with  the  action  on  the 
video  screen.  The  student  will  be 
presented  with  multiple-choice 
questions  challenging  the  student’s 
face-to-face  prospecting  skills. 

After  the  student  has  selected 
the  Pre-planning/Time  Manage- 
ment tutorial  and  all  three  modules, 
the  students  will  be  quizzed  on 
their  overall  face-to-face  prospect- 
ing skills  with  a 20  question  post- 
test. 

Students  who  earn  passing 
scores  in  the  post-test  will  receive 
a computer-generated  award. 

IVD,  coming  soon  to  a station 
near  you! 


Questions? 

I Questions  about  the  new 
platoon  sergeant  concept  should  be 
directed  to  HQ  USAREC,  1-800- 
223-3735,  either  MSG  Hopkins  at 
extension  4-8992  or  MSG  Jackson 
at  extension  4-8920. 


CONAP  Stats 


Brigade 

Agreements  for 
1-31  Sep  92 

Total  CONAP 
Agreements 

1st 

51 

1,417 

2d 

184 

2,974 

5th 

104 

1,332 

6th 

22 

439 
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Merit  promotion 
update 

I Just  a brief  update  on  merit 
promotion  from  last  month’s  issue 
of  the  Recruiter  Journal  (“How  to 
merit  a promotion”).  This  change 
specifically  concerns  RA  active 
duty  sergeants.  Please  read  careful- 
ly — this  could  mean  an  extra 
stripe. 

RA  merit  promotion  to  staff 
sergeant  selection  criteria: 

■ Recruiter  must  have  earned 
the  recruiter  ring. 

■ Recruiter  must  be  a BNCOC 
graduate  (^ective  1 Oct  92). 

m Recruiter  must  meet  DA 
standards  for  appearance, 
bearing  and  deportment. 

These  promotions  still  require  an 
exception  to  policy  from  DCSPER 
for  time  in  service,  time  in  grade 
and  promotion  point  cut-off  scores. 

RA  merit  promotion  to  ser- 
geant first  class  selection  criteria: 

■ Recruiter  must  have  a mini- 
mum of  6 years  of  time  in  ser- 
vice and  2 years  time  in  grade. 

■ Recruiter  must  be  a ANCOC 
graduate  (effective  1 Oct  93). 

■ Recruiter  must  meet  DA 
standards  for  appearance, 
bearing  and  deportment. 

■ Recruiter  must  either  already 
be  OOR  or  agree  to  reclassify 
toOOR. 

Trying  to  stay  aware  of  the  ever 
changing  criteria  for  merit  promo- 
tion is  not  easy,  but  it  can  prove 
beneficial.  It  could  mean  an  extra 
stripe,  extra  money  and  improved 
morale  for  the  recruiting  force. 

PCXZ!  is  MSG  Johnson,  HQ 
USAREC  Personnel  Directorate,  1- 
800-223-3735,  extension  4-0631. 


Presenting 

H The  U.S.  Army  Recruiting 
Command  now  has  a Command 
Staff  Chaplain.  Chaplain  (ETC) 
Dwayne  L.  Ferguson  is  now  as- 
signed for  duty  at  USAREC  Head- 
quarters, Fort  Knox.  CH  Ferguson 
has  already  scheduled  several  ATC 
visits  and  is  available  to  you. 

His  telephone  number  is  1-800- 
223-3735,  ext.  4-0788  or  4-0787; 
commercial  (502)  624-0788  or 
0787. 

Please  fax  to  the  USAREC 
chaplain  at  (502)  624-0320  the 
names  and  hospital  addresses  of 
any  USAREC  soldiers  or  family 
members.  The  USAREC 
Chaplain’s  Office  will  make  con- 
tact with  the  hospital  chaplains  to 
ensure  pastoral  care  for  all  of  our 
hospitalized  personnel. 


RAP  discon- 
tinued 

M Effective  October  19, 1992, 
USAREC  Pamphlet  350-9  (dated 
January  16, 1990)  is  rescinded. 

The  Recruiter  Assistance  Program 
(RAP)  will  no  longer  be  used  by 
this  command. 

Soldiers  enrolled  in  RAP  before 
October  16, 1992,  will  continue  in 
the  program  until  completed.  No 
new  recruiters  will  be  enrolled  in 
the  program  after  October  16, 1992. 

Point  of  contact  for  this  action  is 
MSG  Ramos  at  1-800-223-3735, 
extension  4-8929. 


GOV  use 
ciarification 

M Recent  questions  from  the  field 
indicates  there  may  be  some  con- 
fusion with  respect  to  the  use  of 
government-owned  vehicles 
(GOV). 

Paragr^h  3-2  of  USAREC 
Regulation  56-1  provides  guidance 
to  commanders.  In  an  environment 
where  face-to-face  prospecting  is 
becoming  increasingly  important, 
we  do  not  want  unnecessarily 
restrictive  regulations  standing  in 
the  way  of  legitimate  recruiting  ac- 
tivities. 

Paragraphs  3 -2d  and  e (below) 
give  commanders  latitude  in 
making  decisions  concerning  GOV 
use.  Within  applicable  laws  and 
regulations,  common  sense  is  the 
rule.  The  following  examples  are 
provided  to  clarify  further  the  in- 
tent of  the  regulation. 

■ Recruiter  X goes  to  a fimess 
center  three  times  a week 
during  his  lunch  hour.  During 
the  course  of  his  workout  he 
may  do  some  face-to-face 
prospecting.  In  this  case,  the 
use  of  the  GOV  is  primarily 
for  the  recruiter’s  personal 
use  (fitness)  and  face-to-face 
contact  is  incidental.  There- 
fore, the  use  of  GOV  should 
not  be  authorized. 

■ Recruiter  Y periodically 
visits  local  gyms  and  fimess 
centers  where  he  is  seeking 
prospects.  During  the  course 
of  his  prospecting,  he  plays  a 
few  pick-up  games  of  basket- 
ball or  compares  bodybuild- 
ing techniques  with 
prospective  recruits.  In  this 
case,  the  use  of  the  GOV  is 
primarily  for  the  recruiter’s 
primary  job  and  the  workout 
is  incidental.  Therefore,  the 
use  of  the  GOV  should  be 
authorized. 
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Paragraphs  3 -2d  and  3-2e  are 
reprinted  below  for  your  review: 

“d.  Determining  whether  any 
particular  use  satisfies  the  official 
purpose  requirement  is  an  ad- 
ministrative decision  to  be  made 
within  the  bounds  of  applicable 
laws  and  regulations.  Important  fac- 
tors for  the  commander  to  consider 
are: 

“(1)  Whether  the  proposed  use 
of  the  GOV  is  essential  to  the  suc- 
cessful completion  of  a Depart- 
ment of  the  Army  (DA)  function, 
action  or  operation. 

“(2)  Whether  the  primary  benefit 
from  the  use  of  GOV  accrues  to 
the  Government  or  to  the  in- 
dividual. 

“(3)  Whether  the  proposed  use  is 
consistent  with  the  purpose  for 
which  the  vehicle  is  required. 

“e.  Even  if  no  additional  cost  is 
incurred  by  the  Government,  for  in- 
stance stopping  enroute  with  no 
deviation  from  required  path,  ex- 
cept for  meals,  necessary  telephone 
calls,  etc.,  use  of  a GOV  for  per- 
sonal business  should  be  avoided.” 
Further  questions  may  be 
clarified  by  calling  Mr.  Jeff  Nade 
at  1-800-223-3735,  extension  4- 
0371. 


Platoon  ser- 
geant system 
assignments 

I The  following  recruiting  com- 
panies have  been  identified  to 
begin  operating  under  the  Platoon 
Sergeant  System  (PSGS)  RSM 
January  1993: 

1st  Bde 

■ State  College  (Harrisburg 
Bn) 

■ Delamarva-SEFD  (Baltimore 
Bn) 

■ Washington  (Baltimore  Bn) 
(one  platoon) 


2nd  Bde 

■ Cleveland  (Cleveland  Bn) 

5th  Bde 

■ West  San  Antonio  (San  An- 
tonio Bn) 

6th  Bde 

■ Eugene  (Portland  Bn) 

Training  for  BLTs  and  com- 
panies is  scheduled  for  October 
through  December  1992.  PSGS 
review  and  follow-up  will  continue 
through  RSM  June  1993. 

For  further  information  contact 
CPT  Riefflin,  MSG  Hopkins  or 
SFC  White  at  1-800-223-3735,  ex- 
tensions 4-8928, 4-8992  or  4-8993. 


Revised  FM 
100-5  nearing 
completion 

H The  Army’s  main  warfighting 
manual,  FM  100-5,  will  soon  offer 
an  updated  picture  of  Army 
doctrine.  The  manual  “really  will 
not  be  a revolutionary  change  for 
the  Army.  We  think  the  basic 
doctrine  that  we  executed  in  Opera- 
tion Desert  Storm  is  fairly  sound,” 
said  Army  Vice  Chief  of  Staff 
Gen.  Dennis  J.  Reimer.  “Where 
you’ll  see  some  change,  however, 
is  a reflection  more  on  multiple 
threats,  on  power-projection  Army, 
and  the  ability  to  deploy.” 

The  manual’s  final  version  is 
scheduled  to  be  published  next 
spring.  Today’s  doctrine  stresses 
the  Army’s  role  as  a team  player  in 
joint-service  operations.  The 
manual  also  deals  with  “operations 
other  than  war,”  such  as  counter- 
narcotics operations  in  Central  and 
South  America,  as  well  as 
humanitarian  operations  like  Opera- 
tion Provide  Comfort  in  eastern 
Turkey. 

ARNEWS 


Bonuses  feel 
the  pinch  of 
congressional 
inaction 

I New  soldiers  expecting  busi- 
ness-as-usual  for  their  participation 
in  various  enlistment  and  re-enlist- 
ment bonus  programs  have  run  into 
a snag.  Legislation  enacting  these 
programs  is  still  pending.  As  of 
Oct  1,  the  following  programs 
were  suspended,  pending  further 
notice: 

■ Army  cash-bonus  enlistment 
option; 

■ Army  Selected  Reserve  incen- 
tive; 

■ Broken-service  selected  re- 
enlistment bonus; 

■ Nurse  candidate; 

■ Army  College  Fund  Plus  (2 
plus  2 plus  4 only); 

■ Nurse  $5,000  accession 
bonus;  and 

■ Special  Incentive  Pay  for 
CRNAs. 

Also  effective  Oct  1,  two  other 
bonus  programs  will  fall  into  limbo 
if  their  congressional  authorization 
and  funding  fail  to  materialize  by 
that  time:  the  selective  re-enlist- 
ment bonus  and  the  bonus  exten- 
sion and  retraining  program. 

ARNEWS 

Editor’s  note:  At  the  time  of  this 
printing,  USAREC  Recruiting 
Operations  Center  notes  that,  in 
the  interim,  new  recruits  enlist- 
ing on  and  after  1 Oct  92  are  sign- 
ing a statement  at  the  time  of 
their  enlistments  whereby  they 
acknowledge  that  any  cash 
bonus/enlistment  option  that 
they  are  normally  entitled  to  is 
contingent  upon  legislative  ap- 
proval. 
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Keys  to  goal  setting 


What  determines  success?  The  Institute  for  Execu- 
tive Development  has  studied  this  question  for 
several  years,  and  concludes  that  success  is  determined 
by  goals.  All  else  is  commentary.  Previously  in  this 
column  we  have  discussed  using  mental  laws  to  climb 
the  ladder  of  success.  But  the  only  way  to  use  all  those 
laws  is  to  set  goals.  A goal  makes  it  possible  for  you  to 
use  all  of  those  laws  to  help  make  you  successful.  All 
successful  men  and  women  have  discovered  this  secret 
and  have  developed  an  intense  goal  orientation.  Yet 
more  than  95  percent  of  the  population  fails  to  set  any 
goals  at  all. 

Let’s  explore  the  reasons  why  people  fail  to  set 
goals.  Let’s  also  examine  the  five  key  concepts  in  goal 
setting  that  will  enable  you  to  tackle  the  obstacles  that 
have  inhibited  you  firom  creating  meaningful,  achiev- 
able goals  in  the  past. 

A study  at  Yale  University  found  that  only  3 percent 
of  the  graduates  for  the  selected  year  had  goals.  Twenty 
years  later  the  study  revealed  that  those  3 percent  were 
worth  more  in  financial  terms  than  the  remaining  97 
percent  of  the  class.  Although  this  sounds  phenomenal, 
it  is  not  unusual.  Every  major  study  on  goals  has  shown 
that  only  one  person  in  30  has  clear,  specific,  written 
goals  with  action  plans  for  their  accomplishment.  This 
ability  to  set  goals  and  action  plans  for  goal  accomplish- 
ment is  the  master  skill  of  success,  the  most  important 
skill  you  can  ever  learn. 

This  skill  is  so  important  because  once  goals  are  set, 
the  cybernetic  goal-seeking  mechanism  of  the  brain  is 
triggered.  Once  an  idea  is  impressed  into  the  subcon- 
scious, you  tend  to  move  automatically  toward  the  goal, 
and  the  goal  tends  to  move  toward  you.  This 
mechanism  leads  you  unerringly  toward  what  you  want 
to  accomplish  as  long  as  you  know  what  it  is. 

H.  L.  Hunt,  the  oil  billionaire,  said  there  are  really 
only  two  things  you  need  to  know  to  be  successful. 

First,  you  need  to  know  exactly  what  you  want. 

Second,  you  need  to  determine  the  price  you  are  going 
to  have  to  pay  and  then  you  must  resolve  to  pay  that 
price.  The  problem  is  that  most  p)eople  don’t  know 
what  they  want.  In  our  society  most  people  can  have 


anything  they  want;  yet  95  percent  of  the  population 
has  no  idea,  or  only  a vague  idea  of  what  it  is  that  they 
really  want.  The  faster  you  focus  on  what  it  is  you  want 
and  develop  the  master  skill  of  success,  the  faster  you 
will  achieve  great  things  in  your  life. 

The  vast  majority  of  people  fail  to  live  up  to  their 
potential.  They  fail  to  become  all  they  can  be  because 
of  a failure  mechanism  called  the  comfort  zone.  The 
comfort  zone  is  the  tendency  to  do  what  is  easy,  to 
avoid  making  the  effort  to  do  what  is  necessary  to  suc- 
ceed. Being  in  a comfort  zone  means  doing  what  is 
comfortable  and  pleasurable.  Getting  out  of  the  comfort 
zone  means  moving  to  what  is  more  difficult  and  un- 
comfortable. It  requires  more  discipline. 

The  only  way  to  override  the  failure  mechanism  is  to 
activate  your  success  mechanism.  This  success 
mechanism  is  triggered  by  a goal.  Setting  a goal 
releases  positive  energy.  It  builds  up  drive  and  desire 
and  gives  you  persistence  and  clarity  of  thought.  It 
moves  you  forward  to  your  objective.  To  break  out  of  a 
comfort  zone  you  have  to  set  goals  that  get  progressive- 
ly higher  than  anything  you  have  ever  accomplished. 

All  successful  people  make  a conscious  habit  of  not  get- 
ting stuck  in  a comfort  zone.  They’re  aware  that  the 
natural  tendency  is  to  slide  and  take  it  easy,  so  they’re 
always  setting  goals  that  are  just  a little  higher  than  any- 
thing they’ve  ever  accomplished. 

Achieving  goals  is  automatic.  Once  a goal  is 
programmed  into  your  mind,  you  strive  to  automat- 
ically achieve  that  goal.  Human  beings  are  goal  achiev- 
ing organisms  who  are  happiest  when  they  set  and 
achieve  a goal.  Goals  give  people  a sense  of  direction 
and  purpose.  The  question  is  not  why  people  don’t 
achieve  goals,  it’s  why  people  don’t  set  goals. 

There  are  four  major  reasons  why  most  people  don’t 
set  goals.  The  first  reason  is  that  they  don’t  realize  the 
importance  of  goals.  The  importance  of  goal-setting  is 
not  taught  to  them  by  their  parents  in  their  formative 
years.  There  is  no  emphasis  on  the  importance  of  this 
essential  activity. 

The  second  reason  is  that  they  don’t  know  how  to 
set  goals.  Surprisingly,  many  people  tend  to  set  goals 
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and  time  lines  for  those  goals.  But  there  is  really  no 
good  goal-setting  methodology  that’s  predominant 
today.  An  individual  can  go  through  12  to  15  years  of 
formal  education  without  getting  even  one  hour  of  goal- 
setting instruction. 

The  third  reason  people  don’t  set  goals  is  that  they 
fear  rejection.  One  of  the  most  profound  fears  in  all  of 
life  is  the  fear  of  being  criticized  or  ridiculed.  Children 
frequently  say  what  they  want  to  be  when  they  grow  up 

— a fireman,  a policeman,  a nurse,  whatever.  When 
they  are  told  that  their  choice  is  not  a good  one  and  that 
they  should  choose  something  different,  they  are  in 
reality  learning  to  not  share  their  goals  because  of  the 
rejection  they  will  experience.  Experiences  like  this 
throughout  your  life  can  cause  you  to  not  set  a goal. 

Not  setting  a goal  allows  you  to  avoid  the  feeling  of 
rejection.  To  overcome  this,  keep  your  goals  confiden- 
tial. Share  them  only  with  people  who  support  you  as 
you  strive  to  achieve  them.  Share  them,  if  you  choose, 
with  other  people  who  also  set  goals. 

The  fourth  reason  people  don’t  set  goals  is  because 
they  fear  failure.  It  is  the  fear  that  they  may  not  be 
able  to  reach  it  Yet  failure  is  essential  to  success.  If 
you  avoid  failing,  you  cannot  succeed.  Thomas  Edison 
performed  thousands  of  experiments  before  he  success- 
fully invented  the  electric  light  However,  he  didn’t 
consider  these  to  be  failures.  He  considered  each  one  to 
be  successful  in  determining  what  would  not  produce 
light  And  he  learned  from  each  one.  Failure  to  achieve 
a desired  result  is  not  to  be  condemned  as  long  as  you 
learn  from  the  experience  and  do  not  repeat  the  same 
mistake.  Use  the  Law  of  Substitution  (as  discussed  in 
Pro-Talk  previously)  and  derive  a learning  success 
from  every  single  failure. 

The  first  key  of  effective  goal  setting  is  to  realize 
that  setting  a goal  requires  making  a change  in  your 
behavior,  and  that  change  is  scary  unless  it  is  goal 
directed.  Controlling  the  direction  of  change  is  key  to 
your  success. 

You  have  an  area  of  excellence  — an  area  of  genius 

— in  which  you  are  extremely  capable,  if  you  can  find 
it  One  of  the  responsibilities  of  life  is  to  find  your  area 
of  excellence.  What  subject(s)  capture  your  attention? 
When  browsing  at  a bookstore,  what  kind(s)  of  books 
do  you  pick  up  and  thumb  through?  What  information 
programs  do  you  try  not  to  miss  on  television?  What  do 
you  enjoy  doing  most?  In  what  kinds  of  things  do  you 
find  yourself  completely  absorbed?  Looking  for  these 
answers  can  help  identify  your  area  of  excellence. 

The  second  key  — know  your  strengths  when  set- 


ting your  goals.  It  can  help  you  in  making  them  realis- 
tic as  well  as  progressive. 

The  third  key  in  effective  goal  setting  is  known  as 
the  Acres  of  Diamonds  Theory.  This  is  the  age  old 
story  of  a farmer  who  sold  all  of  his  land  to  raise  the 
necessary  money  to  go  to  Africa  and  mine  for 
diamonds.  Years  later,  he  was  penniless,  having  never 
reached  his  goal.  But  — you  guessed  it  — the  man 
who  bought  his  land  found  diamonds  there  and 
developed  one  of  the  largest  diamond  mines  in  the 
world.  The  farmer  who  originally  owned  the  land 
didn’t  see  the  diamonds  because  they  merely  looked 
like  old  stones.  Somewhere  under  your  own  feet  is  the 
opportunity  for  which  you’re  looking.  As  do  diamonds, 
opportunities  come  disguised  as  ordinary  stones. 

The  fourth  key  is  to  have  a sense  of  balance  when 
setting  your  goals.  You  should  have  three  to  five  goals 
in  each  of  the  following  areas: 

■ Personal/Family 

■ Business/Career 

■ Self-Improvement 

Personal  and  family  goals  provide  you  with  the 
“reasons  why”  you  should  be  successful.  Business  and 
career  goals  are  the  “what”  you  are  going  to  do  to  be 
successful.  Self-improvement  goals  provide  you  with 
the  “how”  to  be  successful. 

Finally,  the  fifth  key  in  effective  goal  setting  is  to 
have  a definite,  major  purpose  in  life. 

Goal  setting  is  vital  to  your  success.  But  it’s  only 
the  beginning.  Goals  can  often  be  left  behind  un- 
achieved if  you  don’t  know  how  to  work  toward  their 
accomplishment 

Next  month  we  will  outline  the  steps  for  you  to  fol- 
low in  successfully  drafting  and  working  toward  the  ac- 
complishment of  your  goals. 

The  quality  of  a 
person’s  life  is  in  direct 
proportion  to  his  commit- 
ment to  excellence, 
regardless  of  his  chosen 
field  of  endeavor. 

— Vincent  T.  Lombardi 


(Training  Tips  this  month  can  be  found  on  the  Inside 
back  cover.) 
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Ad-Vantage 


Personal 

presentation 

items 


ersonal  presentation  items 
(PPIs)  such  as  tote  bags,  pens, 
pointers,  cups,  mugs,  et  cetera,  are 
very  popular  with  recruiters.  When 
used  correctly,  they  can  be  one  of 
the  best  tools  for  building  traffic  at 
exhibitions  and  other  promotional 
events.  Unfortunately,  they  are  also 
one  of  the  most  misused  and 
abused. 

If  PPIs  are  useful,  are  referred 
to  frequently,  or  are  unique  to 
the  audience,  they  serve  as  a 
constant  favorable  reminder  of 
information  about  the  Army.  To 
achieve  this  constant  reminder, 
PPIs  must  have  a high  p>er- 
ceived  value  and  include  useful 
information.  They  should  in- 
clude the  Army  logo  — Be  All 
You  Can  Be  — or  express  other 
messages  such  as  Stay  in 
School /Stay  off  Drugs.  They 
should  always  have  the  address 
or  telephone  number  of  the  re- 
cruiter or  recruiting  station. 


One  of  the  primary  advan- 
tages of  PPIs  is  that  contacts 
take  them  home,  to  their  offices, 
school,  and  so  on.  PPIs  help  re- 
inforce the  contact's  memory  of 
visiting  Army  exhibits  and, 
more  important,  to  remember 
the  conversation  with  the  ex- 
hibit staff  or  recruiter. 

Examples  of  PPIs  that  don't 
work  include  key  chains,  but- 
tons, and  luggage  tags.  These 
items  quickly  turn  into  junk  in 
the  back  of  a drawer  or  get 
tossed  in  the  trash  because  they 
have  a low  perceived  value. 

PPIs  can  be  used  effectively 
only  if  they  are  used  correctly. 
The  worst  way  to  use  a PPI  is  to 
pile  it  on  a display  table  for  any- 
one to  grab.  Some  people  will 
come  by  and  grab  a handful,  if 
they  find  the  exhibit  staff  busy 
with  other  visitors.  This  is  a 
waste  of  money  and  of  the  ex- 
hibit staff's  time.  A minimum 


number  should  be  displayed  — 
no  more  than  two  of  a given 
item  at  once.  And  remember, 
PPIs  should  not  be  left  unat- 
tended. 

The  exhibit  staff  must  be  in- 
structed that  their  job  is  not  to 
hand  out  PPIs,  but,  rather,  that 
PPIs  are  there  to  be  used  as  a 
tool  to  generate  traffic,  increase 
interest,  or  open  a conversation. 
PPIs  can  be  expensive  losers 
when  handed  out  indiscrimi- 
nately. If  a visitor  stops  by  the 
exhibit  to  ask  for  a PPI,  this  visit 
becomes  a selling  opportunity. 
The  exhibit  staff  should  not  just 
hand  out  PPIs  and  watch  the 
visitor  walk  away  without  first 
attempting  a presentation. 

PPIs  are  a way  of  thanking 
booth  visitors  for  showing  inter- 
est in  their  presentation  or  for 
participating  in  a positive  ex- 
change of  information. 

Jim  Morrison,  HQ  USAREC  A&PA 
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— NRAPS  saves  USAREC  big  bucks 


Some  of  you  recruiters  out  there  probably  wonder 
how  you  get  some  of  the  systems  you  work  with 
— are  they  just  imposed  on  you  from  above,  or  are 
they  carefully  planned,  tested,  and  evaluated  to  make  sure 
you  get  exactly  what  you  need?  And  whose  bright  idea 
was  it,  anyway,  to  give  you  a new  system,  just  when  you 
think  you’ve  learned  the  old  system? 

Some  of  those  new  ideas  come  from  the  suggestion 
program,  now  called  the  Army  Ideas  for  Excellence 
Program.  Under  the  AEEP,  subject  matter  experts,  people 
who  work  with  a system  or  piece  of  equipment  or  pro- 
gram, make  suggestions  on  how  to  do  it  easier,  cheaper, 
faster,  more  efficiently.  These  ideas  are  reviewed  by 
other  subject  matter  experts,  who  then  recommend 
whether  to  adopt  the  idea  or  not.  Sometimes  a good  idea 
has  to  be  forwarded  outside  the  command,  maybe  up  to 
DA  or  even  DoD. 

While  it  took  over  two  years  for  his  idea  to  be  ap- 
proved, the  wait  was  worth  the  while  for  MSG  David  Y. 
Suzuki.  In  July  of  1990,  Suzuki,  thenNCOIC  of  the  Army 
Nurse  Corps  Division,  Recruiting  Operations  Directorate 
at  HQ  USAREC,  submitted  a suggestion  entitled  ‘The 
Electronic  Generation  of  Forms”  and  waited  for  the 
Army  Ideas  for  Excellence  Program  to  work. 

Suzuki’s  idea  was  the  basis  for  developing  the  Nurse 
Recruiter  Applicants  Processing  System  (NRAPS),  the 
prototype  for  a knowledge-based  package.  NRAPS  re- 
sults in  the  electronic  generation  of  an  appointment  ap- 


pUcation  for  nurses,  at  a cost  saving  of  approximately 
$260  per  packet. 

The  idea  was  first  reviewed  at  HQ  USAREC  by  the 
then  chief  of  Technical  Support  at  the  Recruiting  Opera- 
tions Directorate,  MAJ  Brandon  Smith.  Smith  estimated 
that  implementation  of  Suzuki’s  idea  would  cut  in  half 
the  number  of  man-hours  required  for  preparing  nurse 
packets,  and  he  recommended  that  adoption  of  the  idea 
would  bring  a substantial  benefit  to  the  command.  One 
factor  that  slowed  down  the  suggestion  adoption  was  that 
permission  to  electronically  generate  some  of  the  forms 
had  to  be  granted  by  DA,  DoD,  or  other  federal  agencies. 

NRAPS  field  testing  began  in  1st  Brigade  in  January, 
with  positive  reactions  from  nurse  recruiters.  The  rest  of 


NRAPS  will  save  an 
estimated  6,000  hours 
just  during  the  initial 
input  alone 


the  nurse  recruiters  were  trained  on  the  software  during 
September,  with  full  implementation  expected  during 
October. 


8 


Recruiter  Journal 


A small  stone 


MSG  David  Y.  Suzuki 


Projected  savings  from  NRAPS  come  from  man-hours 
spent  preparing  the  application  and  from  rework  of  the 
application  after  errors  are  identified.  According  to  COL 
Sharon  I.  Richie,  director  of  Health  Services  at  HQ 
USAREC,  “Currently,  nurse  recruiters  spend  an  average 
of -4  hours  typing  the  original  documents.  These  docu- 
ments frequently  must  be  retyped  if  multiple  errors  are 
identified.  With  NRAPS,  the  data  input  for  an  applicant 
takes  approximately  1 hour.” 

Richie  further  explained  that,  based  on  the  current 
nurse  mission,  her  directorate  will  process  about  2,000 
appointment  applications.  If  an  average  of  3 hours  per 
packet  is  saved,  NRAPS  will  save  approximately  6,000 
hours  just  on  initial  input  alone. 

A second  area  of  potential  savings  involves  the  number 
of  man-hours  spent  retyping  documents  due  to  errors. 
Formerly  an  average  of  30  minutes  was  spent  each  time 
an  application  required  correction.  Use  of  NRAPS  repre- 
sents an  additional  savings  of  850  man-hours  at  the 
headquarters  alone. 

A final  benefit  to  nurse  recruiting  in  general  — the 
ability  to  move  applications  more  quickly  through  the 
accessioning  system  may  also  have  an  impact  on  conver- 
sion rates  (quicker  processing  = decreased  declines). 

A good  idea?  Yes,  for  both  USAREC  and  David 
Suzuki.  USAREC  derives  both  tangible  and  intangible 
benefits  and  Suzuki  received  an  official  commendation 
from  MG  Jack  C.  Wheeler. 

Oh,  yes,  Suzuki  also  received  a check  for  $3,7(X). 

Kathleen  Welker,  /7J  editor 


Editor's  note:  MSG  Suzuki  is  now  the  senior 
operations  NCO  at  the  Denver  Recruiting 
Battalion.  He  has  been  selected  to  attend  the 
Sergeants  Major  Academy  in  1994. 


The  man  who  removes  a mountain  begins  by 
carrying  away  small  stones. 


That’s  an  old  proverb,  and  that’s  exactly  what 
MSG  David  Y.  Suzuki  did. 

“An  average  application  is  express  mailed  four 
or  five  times,  ranging  from  $9  to  $14  each 
time,”  Suzuki  said.  “That  doesn’t  even  include 
time,  copying,  and  traveling.  With  this  software, 
recruiters  enter  the  information  accurately  one 
time  on  a worksheet,  and  the  information  auto- 
matically transfers  to  each  subsequent  form. 

This  should  enable  recruiters  to  get  out  of  the 
office  earlier  and  get  back  out  on  the  streets 
talking  to  candidates.” 

Suzuki  explained  that  when  he  was  a nurse 
recruiter,  “We  couldn’t  use  carbons,  and  if  we 
didn’t  cross  our  t’s  and  dot  our  i’s,  the  paper- 
work was  returned,  which  meant  everything  had 
to  be  done  all  over. 

“I  used  to  pay  four  cents  a copy.  Every  time  an 
application  was  returned,  I had  another  stack  of 
copies  to  make.  It  seemed  like  I was  only  spiend- 
ing  20  percent  of  my  time  actually  looking  for 
candidates,  and  80  percent  processing  the 
paperwork.” 

Suzuki  originally  thought  of  the  idea  in  1986  as 
a nurse  recruiter  in  the  nurse  recruiting  station  at 
the  University  of  Texas  in  Austin. 

He  designed  a worksheet  on  the  JOINS  machine 
to  streamline  his  own  work.  But  once  he  realized 
how  much  time  it  saved  him,  he  started  thinking 
about  his  peers  in  the  field.  He  then  suggested 
the  idea  through  channels  to  the  USAREC  Sug- 
gestion Awards  Program. 

“I  wanted  to  make  the  recruiting  process  as  easy 
as  possible,  from  the  recruiter  up  to  the  BLT,” 
Suzuki  said. 

USAREC  hired  a contract  company  to  develop 
the  software,  which  will  be  in  use  this  year  in  all 
nurse  recruiting  stations.  Upgraded  JOINS  ma- 
chines with  increased  hard  drive  capability  will 
drive  the  software. 

“I  hope  it  will  be  a timesaver  for  nurse  recruit- 
ers, allowing  them  more  time  to  recruit  nurses,” 
Suzuki  said. 

LuAnne  Fantasia,  5th  Bde  A&PA 
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battle 


— nurse  recruiters  fight  perceptions 


One  of  the  Army  Recruiting  Command’s  mis- 
sions is  to  provide  the  Army  and  Army  Reserve 
with  nurses  so  they  can  provide  the  best  health 
care  available  for  the  Army’s  soldiers,  family  members 
and  retirees. 

A recent  open  house  at  364th  General  Hospital  Unit 
was  sponsored  by  the  Albany  Battalion  in  coordination 
with  the  unit  to  assist  the  battalion  special  Reserve  nurse 
recruiter  task  force. 

“All  recruiters  should  have  a vested  interest  in  nurse 
recruiting.  The  health-care  benefits  they  receive  as  sol- 
diers are  directly  related  to  our  ability  to  deliver  the 
goods.  If  we  do  not  have  sufficient  nurses  on  active  duty, 
units  are  closed,  services  are  transferred  to  the  civilian 
sector  and  it  becomes  very  cumbersome  to  get  even  the 
basic  primary  health-care  services,”  says  LTC  Dinah 
Halopka  of  the  HQ  USAREC  Health  Services  Director- 
ate. 

Without  an  adequate  number  of  nurses,  temporary 
hires  or  agency  nurses  may  have  to  be  used  or  services 
may  be  “CHAMPUSED”  out.  “It  impacts  on  everyone 
because  we  all  pay  taxes  for  that,”  she  added. 

The  command  finished  out  the  year  on  a high  note  with 
overproduction  for  both  the  RA  and  USAR  RSM  Sep- 
teml^r  missions.  This  brought  the  active  mission  to  278 
achieved  against  a mission  of  325.  Also,  all  50  of  the  FY 
92  Army  Nurse  Candidate  seats  were  successfully  filled. 
Reserve  nurse  recruiters  closed  out  the  year  with  912 
accessed  against  a mission  of  1 ,000.  This  is  the  first  year 


that  USAREC  has  missed  its  nurse  mission. 

“Why  it’s  happening  this  year,  I think,  is  probably 
related  to  the  perception  of  the  public  that  the  Army  as 
well  as  the  other  services  are  downsizing  so  we  don’t 
need  people  — enlisted  soldiers,  nurses,  doctors  and 
other  officers  — who  compose  today’s  Army,”  Halopka 


LTC  Dinah  Halopka 
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During  the  Albany  Bn’s  open  house,  Chief  Flight 
Medic  SSG  Hector  Torres  expiains  the  aircraft’s  in- 
strument panel.  (Photos  by  Jo  Adail  Stephenson) 


added. 

For  the  Army  Reserve,  this  perception  is  compounded 
by  the  force  structure  changes  already  programmed  be- 
fore the  downsizing. 

The  challenge  for  nurse  recruiters  is  to  overcome  these 
perceptions. 

“From  the  Reserve  perspective,  normally  you  interface 
and  work  very  closely  with  Reserve  units. 

“A  lot  of  those  units  are  closing  down  or  coming  down 
in  structure  also.  So,  they’re  facing  putting  people  out  at 
the  same  time  Recruiting  Command  is  trying  to  put  new 
people  in.  It’s  hard  to  refer  someone  to  your  Reserve  unit 
if  your  name  is  on  the  list  to  be  gone.  It  has  impacted 
significantly  on  the  referral  system,”  noted  Halopka. 

Not  only  do  nurse  recruiters  have  to  combat  the  present 
dilemma  of  the  public’s  perceptions  regarding  Army’s 
downsizing  and  structure  changes,  they  have  to  compete 
with  civilian  employers  in  pay  and  other  perks  such  as 
educational  benefits  and  retirement. 

“When  you  look  at  straight  salary,  most  nurses  would 
make  more  in  salary  working  in  hospitals,  on-call,  than 
they  would  from  Reserve  drill  weekends.  But,  if  you  add 
in  the  benefits  available  from  loan  repayment,  GI  Bill, 
Specialized  Training  Assistance  F*rogram  (STRAP)  and 
long-range  retirement  benefits . . . these  are  good  perks,” 
Halopka  says. 

“Nurses  join  the  active  Army  for  the  challenge  of  new 
adventures  in  nursing,”  says  LTC  Patricia  Ross  of  1st 
Brigade. 

The  opportunity  to  provide  health  care  in  a variety  of 
settings  all  over  the  world,  the  autonomy  Army  nurses 
enjoy  in  their  work  and  the  exceptionally  high  value 
placed  on  continuing  education  are  generally  unparal- 
leled by  anything  in  the  civilian  sector  or  in  the  other 
services,  according  to  Ross. 


The  changes  in  nurse  recruiting  during  the  past  several 
years  have  provided  nurse  recruiters  with  continuing 
challenges  and  that  isn’t  forecasted  to  change  in  the  near 
future.  It  will  become  even  more  tailored  to  meet  the 
needs  of  the  Army  and  Army  Reserve.  USAREC  has 
already  made  the  transition  from  a volume  replacer  for 
both  active  and  Reserve,  more  specifically  Reserve. 

“We  are  now  to  the  point  where  as  units  fill  up,  we  will 
literally  start  having  to  replace  by  specialty  rather  than 
by  just  a nurse. 

‘That  will  present  a very  big  challenge  to  recruiters 
because  it’s  not  only  a mission  of  three,  it’s  a mission  of 
two  operating  room  nurses  and  a medical-surgical  nurse. 
So,  the  recruiter  is  going  to  have  to  be  very  much  more 
attune  to  the  unit’s  needs  and  the  needs  of  the  active 
component,”  explained  Halopka. 

The  future  of  Reserve  nurse  recruiting  within  the  Re- 
cruiting Command  in  the  next  few  years  should  remain 
at  a “steady  state”  with  an  annual  mission  of  around  750 
to  1,(X)0  after  the  force  structure  changes  have  taken 
place,  Halopka  predicts.  A working  group  at  DCSPER 
has  been  looking  at  what  USAREC’s  future  is  going  to 
be  in  the  active-duty  arena. 

For  nurse  counselors  and  nurse  personnel  within  the 
Recruiting  Command,  they  continue  to  do  their  part  in 
helping  USAREC  make  its  nurse  mission. 

‘The  mission  is  as  much  ours  as  it  is  the  recruiter’s  in 
the  foxhole.  We’re  working  very  hard  to  make  sure  the 
system  USAREC  has  for  processing  is  as  streamlined  as 
possible,  so  that  it  [the  system]  doesn’t  present  any  road- 
blocks,” Halopka  stated. 

Regardless  of  the  obstacles  and  challenges  it  faces,  the 
Recruiting  Command  will  continue  to  provide  the  active 
and  Reserve  components  with  the  nurses  vital  to  provid- 
ing the  best  available  health  care  for  the  Army’s  soldiers 
and  family  members. 

JoAdall  Stephenson,  Albany  Bn  A&PA 
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— an  edge  on  career  advancement 


We  would  all  like  to  know  the  secrets  of  moving 
up  in  our  careers,  making  more  money,  having 
more  challenging  work  assignments  and  even 
having  a little  more  clout  on  the  job.  Now  for  the  first 
time  in  Army  history,  NCOs  have  a clear  road  to  follow 
in  their  search  for  career  advancement  This  road  is 
outlined  on  the  NCO  Leader  Self-Development  Career 
Map. 

Thirty -eight  career  maps  have  been  designed,  each  for 
a different  Career  Management  Field  (CMF^.  The  career 
map  addresses  the  skills,  knowledge,  and  attitudes  suc- 
cessful NCOs  have  found  beneficial  in  their  career  pro- 
gression. The  maps  present  a model  for  career  oriented 
soldiers  to  follow. 

The  career  map  shows  three  types  of  leader  develop- 
ment; Operational  Leader  Development,  Institutional 
Leader  Development,  and  Leader  Self-Development. 
The  Operational  Leader  Development  section  shows 
sample  duty  assignments  by  rank,  the  Institutional  Leader 
Development  section  gives  an  indication  of  whatNCOES 
courses  should  be  completed  before  promotion  eligibil- 
ity, and  the  Leader  Self-Development  section  shows 
NCOES-related  college  courses,  CMF-related  courses, 
activities  and  certification  or  degree  goals. 

The  focus  of  the  career  map  is  on  self-development 
activities.  The  activities  relate  to  the  nine  leader  compe- 
tencies: communications,  supervision,  teaching  and 


counseling,  soldier-team  development,  technical  and  tac- 
tical proficiency,  decision  making,  planning,  use  of  avail- 
able systems  and  professional  ethics. 

“The  career  maps  were  inspired  by  the  NCO  Leader 
Development  Task  Force.  They  tell  enlisted  soldiers  what 
is  expected  of  them  at  various  stages  of  their  careers. 
Being  unique  to  each  CMF,  the  career  maps  are  highly 
beneficial  to  all  soldiers,”  stated  Bill  Kunisch,  Education 
Services  Specialist  at  HQ  USAREC.  “They  show  that 
self-development  is  the  route  to  success.” 

Who  should  recruiters  see  about  career  mapping?  The 
education  services  specialist  at  battalion  can  provide  each 
soldier  with  information  on  career  maps,  plus  a map  on 
his  CMF.  In  some  battalions,  the  battalion  sergeant 
major  or  training  NCO  is  the  point  of  contact.  Education 
services  specialists  can  also  help  with  tuition  assistance 
information.  If  recruiters  are  convenient  to  an  Army 
installation,  the  education  counselor  there  can  help  select 
college  courses  that  follow  the  career  map.  And  don’t 
forget  non-traditional  learning  opportunities,  such  as  test- 
ing and  independent  study  courses. 

It  is  unlikely  that  all  of  the  career  map  can  be  com- 
pleted and  completion  does  not  guarantee  promotion,  but 
using  this  map  may  give  you  the  edge  you  need  for  career 
advancement. 

Pearl  Ingram,  staff 
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The  Test 


1.  When  the  lead  list  from  any  secondary  school  con- 
tains less  than percent  of  the  class  population, 

the  recruiter  must  complete  the  lead  list  by  construction. 

A.  76 

B.  80 

C. 85 

D. 90 

2.  Names  from  all  sources  other  than will  be 

posted  to  the  General  LRL. 

A.  face-to-face  prospecting 

B.  high  school  lists 

C.  walk-in 

D.  all  the  above 

3.  Applicants  testing  positive  for  THC  may  have  a waiver 

processed  prior  to  being  retested  as  long  as has 

elapsed  after  the  normal  waiting  period. 

A.  6 months 

B.  1 year 

C.  1 month 

D.  1 day 

4.  When  submitting  for  a morai  waiver  a DD  Form  370  is 

not  required  from  an  employer  if  the  applicant  has  been 
unempioyed  for ? 

A.  1 year 

B.  3 years 

C.  2 years 

D.  5 years 

5.  What  is  the  maximum  aiiowable  age  for  an  ANC  appii- 
cant  for  appointment  to  Captain? 

A.  35  years  old 

B.  40  years  old 

C.  43  years  old 

D.  No  age  limit 

6.  if  an  appiicant  enlisting  for  Reguiar  Army  lacks  docu- 

mentation for  promotion,  the  soidier  may  submit  the  sup- 
porting documents  within months  of  active 

service. 

A.  12 

B. 6 

C.  24 

D. 36 

7.  Recruiters  receive  enlistment  credit  for  their  efforts 
when  tasked  with  the  responsibility  of  a courtesy  ship- 
per. 

A.  True 

B.  False 

8.  All  appointments  should  be  scheduled  within 

day(s)  of  the  prospect’s  agreement  to  sales  Interview. 


A.  1 

B. 3 

C. 5 

D.  None  of  the  above 

9.  Who  Is  the  approval  authority  for  a waiver  on  an  appli- 
cant who  has  one  other  adverse  disposition  for  misde- 
meanors? 

A.  CG  USAREC 

B.  No  waiver  required 

C.  CG  PERSCOM 

D.  Recruiting  battalion  commander 

10.  DD  369  (Police  Record  Check)  must  always  be 
signed  by  the  applicant. 

A.  True 

B.  False 

11.  Whose  responsibility  is  it  to  visit  CONAP  colleges? 

A.  BIT 

B.  CLT 

C.  Station  commander 

D.  Recruiter 

12.  What  is  the  maximum  time  aliowed  for  an  appiicant 
to  take  the  EST? 

A.  45  minutes 

B.  30  minutes 

C.  60  minutes 

D.  None  of  the  above 

13.  High  school  ASVAB  scores  may  be  requested  by 

by  completing  USMEPCOM  Form  714A  without  the 

applicant’s  signature. 

A.  the  recruiter 

B.  the  station  commander 

C.  the  parent 

D.  the  senior  guidance  counselor 

14.  The  intent  of  the  USAREC  Form  446  and  USAREC 

Forms  446.1  - 446.4  is  to . 

A.  evaluate  specific  programs  conducted  within  the  school. 

B.  document  all  visits  to  the  school. 

C.  provide  each  recruiter  a historical  reference  of  past  and 
present  performance  and  productivity. 

D.  none  of  the  above. 

15.  USAREC  FL  41  is  only  required  for  a waiver  when  the 

applicant  was  detained  in  excess  of 

A.  6 months 

B.  1 day 

C.  72  hours 

D.  Not  needed  for  waiver 

(Answers  to  this  month’s  Test  can  be  found  on  the 
Inside  back  cover.) 
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The  way  I see  it... 

Vision  implies  change.  Change  is  upon  us.  We  are  better  off  to  participate  in  change  and  to  help 
shape  it  than  to  be  dragged  along  by  change.  You  can  help  shape  the  future  and  make  it  better. 

You  know  your  job  better  than  anyone.  What  are  your  ideas  for  improving  operations?  Share 
them  on  the  space  below  and  mail  this  according  to  the  instruction  on  the  back  of  this  form,  post- 
age free.  Please  be  as  detailed  as  possible  when  citing  examples  for  Improvement.  Recruiters, 
support  staff  and  family  members  are  encouraged  to  use  this  space  to  voice  ideas  and  concerns. 

If  you  desire  a direct  response  to  your  comments  or  suggestions,  please  include  your  name  and 
address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team  we  can  accomplish  more  than  working  as  individuals. 
Share  your  vision  for  the  future  of  the  U.S.  Army  Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  U.S.  Army  Recruiting  Command  Chief  of  Staff,  Fort  Knox,  Ky. 

HQ  USAREC  Fm  1825, 1 Jan  91 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KENTUCKY  40121-2726 


OFFICIAL  BUSINESS 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  600  FORT  SHERIDAN,  IL 
POSTAGE  WILL  BE  PAID  BY  U S.  ARMY  RECRUITING  COMMAND 

Commander 

U.S.  Army  Recruiting  Command 
ATTN  RCCS  (Chief  of  Staff) 

1307  3rd  Avenue 

Fort  Knox  Kentucky  40121  2726 
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Buddies  of  yours 


— Powell 

addresses 

recruiters 


Editor's  note:  GEN  Colin  Powell,  Chairman  of 
the  Joint  Chiefs  of  Staff,  addressed  Armed 
Forces  recruiters  assigned  to  duty  in  the  metro- 
politan Phoenix  area  on  September  22, 1992. 

Also  attending  the  address  were  civilian  employ- 
ees, recruiter  spouses,  and  personnel  from  the 
Phoenix  Military  Enlistment  Processing  Station. 

The  following  is  an  excerpt  from  GEN  Powell's 
address: 

Around  the  world  as  we  assemble  here  this  morn- 
ing, over  two  million  of  your  buddies  are  serving 
the  nation  in  a variety  of  ways  in  many,  many 
different  places.  They’re  still  on  guard  in  Europe  and 
they’re  still  on  guard  in  Southwest  Asia,  both  in  Northern 
Iraq  and  Southern  Iraq,  and  they’re  still  on  guard  in 
Korea. 

As  we  sit  here  this  morning,  buddies  of  yours  are 
getting  ready  to  fly  back  into  Yugoslavia  to  bring  relief 
to  the  people  of  Sarajevo  and  Bosnia.  Buddies  of  yours 
are  in  Somalia  bringing  aid  to  those  people.  Buddies  of 
yours  are  in  Guam  helping  Guamanians  and  Americans 
who  were  hurt  by  natural  disaster  there.  They’re  in  Ha- 
waii helping  the  island  that  was  struck  by  the  typhoon 
and,  of  course,  the  25,000  of  your  buddies  are  in  Rorida 
right  now  doing  a great  job  for  the  American  people. 
They’re  doing  a great  job  everywhere  around  the  world. 
Serving  the  world,  protecting  the  peace,  saving  lives,  and 
they’re  proud.  Proud  of  what  they’re  doing.  They’re 
great.  They  are  taking  care  of  the  nation’s  business. 


And  you!  You  and  others  like  you  around  the  country, 
you  put  them  there.  Some  folks  think  that  a force  like  we 
have  today  just  sort  of  happens  by  magic.  Just  stop  and 
think  of  it.  We  all  know  better.  We  know  the  hard  work 
that  is  required  to  make  the  kind  of  force  we  have  today. 
We  know  what  it’s  like  to  train  such  a force.  We  know 
what  it’s  like  to  recruit  such  a force. 

It  begins  with  recruiting.  It  begins  right  down  here 
where  the  rubber  meets  the  road.  The  whole  force  — this 
whole  new  force  — rests  on  you.  If  you  don’t  do  it  well, 
nothing  anyone  else  does  later  on  can  fix  it  to  make  it 
better.  And  you’ve  done  it  exceptionally  well.  You  won’t 
be  seen  on  television,  you  don’t  see  recruiters  on  CNN 
that  much,  you  don’t  see  many  articles  written  about  you 
in  the  New  York  Times  nor  in  any  of  the  other  major 
newspapers  of  the  nation.  But  every  time  you  see  one  of 
your  buddies  on  television  serving  overseas  or  serving  in 
the  United  States  and  doing  something  good,  you  should 
puff  your  chest  out  a little  bit  in  pride  — you  had 


‘The  American  people 
are  absolutely  in  love 
with  the  force’ 
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something  to  do  with  that,  because  you  help  to  recruit  for 
the  force.  You  helped  make  that  happen;  be  proud  of  your 
contribution. 

But  I know  that  you  do  a lot  more  than  just  recruit.  Y ou 
are  our  face  to  the  American  people.  You  and  your 
colleagues  around  the  country  are  the  ones  the  American 
people  see  every  day  in  their  communities,  in  their  shop- 
ping centers,  in  their  schools.  You  represent  the  entire 
force.  And  every  day  you  do  your  business,  you’re  asking 
the  American  people  to  entrust  to  you  and  to  trust  the  rest 
of  the  Armed  Forces  with  their  most  precious  asset  — 
their  sons  and  daughters  — who  are  called  upon  to  serve 
and  who  could  be  required  to  go  in  harm’s  way. 

So  you  are  surrogates  for 
all  of  us  to  the  American 
people,  and  how  well  you  do 
that  job  is  a reflection  on 
how  the  American  people 
will  think  about  the  force. 

You’re  a symbol,  you’re  an 
example  of  the  very  best  and 
brightest  of  the  nation  and 
the  very  best  and  brightest  of 
those  of  us  who  are  in  uni- 
form. And  I’ve  got  to  give 
you  my  most  heartfelt  con- 
gratulations for  the  way  you 
have  been  doing  that  job. 

The  American  people  are 
absolutely  in  love  with  the 
force.  They’re  in  love  with 
the  force  because  they  see 
them  out  doing  these  things  around  the  world  and  also 
because  they  see  representatives  of  that  force  in  their 
schools,  in  their  shopping  malls,  in  their  homes,  working 
for  America  and  working  for  the  Armed  Forces. 

And  the  future  that’s  ahead  of  us  is  going  to  be  a very, 
very  challenging  one.  We  have  never  restructured  and 
redesigned  the  force  the  way  we  are  going  now.  After 
every  previous  war.  World  War  I,  II,  Vietnam,  the  Amer- 
ican people  got  tired  of  conflict.  They  wanted  to  be 
relieved  of  the  burden  of  defense.  And  every  previous 
time  we  went  through  this  process,  we  broke  the  force. 
This  time,  after  the  Cold  War,  after  Desert  Storm,  after 
Just  Cause,  we’re  going  to  bring  the  force  down  in  size 
because  we  can  afford  to  do  that  realistically  in  view  of 
the  situation  around  the  world  and  because  the  American 
people  can’t  afford  to  spend  less  on  defense.  When  we’re 
through  with  the  process  of  restructuring  and  downsizing, 
our  force,  smaller,  leaner,  organized  a little  bit  differ- 
ently, will  be  even  better  than  the  force  we  have  today. 
We  are  not  going  to  allow  our  critics  and  those  who  really 
aren’t  interested  in  defense  to  break  this  magnificent 
force  the  way  we  have  broken  magnificent  forces  after 


each  of  our  previous  conflicts. 

Why  is  it  necessary?  Because  the  world  is  still  a 
dangerous  place.  All  you  have  to  do  is  open  your  news- 
paper and  see  the  kinds  of  demand  that  will  be  placed  on 
American  leadership  and  American  military  power  in  the 
future.  And  so  as  I go  around  and  talk  to  political  leaders 
in  our  country,  as  I go  before  the  Congress  to  talk  to  them, 
I make  the  case  that,  in  order  to  have  the  kind  of  force  in 
the  future  that  you  see  now,  you’ve  got  to  make  the  right 
investment  in  our  recruiting  programs.  You’ve  got  to 
keep  the  assets  flowing  to  allow  our  great  recruiters  to 
continue  to  get  the  best  and  brightest  of  America  and  put 
our  best  and  brightest  into  the  force. 

If  you  want  to  know 
where  the  next  tank  com- 
mander comes  from  for  the 
war  that  could  be  here  in 
1996  or  1997,  somebody  in 
Phoenix  is  probably  recruit- 
ing him  today.  If  you  want  to 
know  where  to  get  leaders 
that  will  take  care  of  the 
force  five,  eight,  ten,  twenty 
years  from  now,  you’ve  got 
to  recruit  them  today.  If  you 
ever  turn  that  off,  if  you  ever 
break  it,  you  are  essentially 
creating  a cancer  within  the 
Armed  Forces  that  you  will 
live  to  regret  a few  years  from 
now. 

You  can  be  sure  that  the 
Chairman,  the  individual  service  chiefs,  the  Secretary  of 
Defense  understand  this  full  well,  as  does  the  President, 
and  that  we’re  going  to  fight  very,  very  hard  to  get  you 
the  assets  that  you  need  to  do  your  job  in  the  future.  You 
need  it  for  the  help  of  the  force. 

I can’t  close  these  brief  remarks  without  saying  a 
particular  word  to  the  family  members  who  are  present, 
husbands  and  wives  who  also  serve  and  serve  so  very, 
very  well.  The  long  hours  that  your  spouses  are  away 
from  home  doing  their  jobs,  the  separation  from  the 
service  community  in  some  instances,  the  cost  of  living 
away  from  the  base  connection,  all  that  makes  this  a 
difficult  challenge  to  the  family  members.  I just  want  to 
say  to  those  family  members  — that  your  Chairman,  the 
Chiefs,  everybody  back  in  Washington  is  deeply  appre- 
ciative of  your  contributions  as  well. 

Recruiters,  because  of  your  contributions,  it’s  a force 
the  American  people  are  proud  of.  So  your  charge  here 
this  morning  is  to  keep  putting  that  energy  in,  keep 
putting  that  love  into  it,  and  we’ll  have  a force  that’s  great 
forever.  Thank  you  very  much. 


GEN  Powell  shakes  hands  with  the  recruiters  of 
Phoenix  Battalion  and  other  services.  (Photo  by 
Johnnie  McDuffie) 
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Recruits  aiding 
recruiters 

— bringing  new  soidiers  home  for  a visit 


If  you  have  not  yet  had  the  opportunity  to  work  with 
a hometown  recruiter  aide,  you  will  be  in  for  a 
pleasant  surprise.  SSG  William  A.  Herron,  Oakridge 
(Tenn.)  Recruiting  Station,  had  that  opportunity  recenUy , 
when  PV2  Christopher  L.  Wrede  reported  for  2 weeks 
duty. 

The  hometown  recruiter  aide  program  was  developed 
to  permit  recent  high  school  graduates  to  return  to  their 
schools  and  hometowns  and  assist  recruiters  by  telling 
their  classmates  and  friends  “what  the 
Army  is  really  like.”  As  Herron  said,  “I 
completed  basic  training  in  1980;  it’s 
changed  a lot  since  then.  This  young  man 
can  explain  to  the  students  what  it  is  like 
today.  They  want  to  know  if  basic  is 
really  as  bad  as  they  have  heard.  Also, 
high  school  juniors  and  seniors  can  better 
identify  with  a 19-year-old.” 

The  program  is  voluntary,  with  the 
hometown  recruiter  providing  his  or  her 
transportation  to  and  from  the  recruiting 
station.  The  recruiting  station  commander  provides  trans- 
portation around  the  recruiting  station  area.  Often  a sol- 
dier takes  leave  in  conjunction  with  permissive  TDY, 
which  is  required  when  working  as  a hometown  recruiter 
aide.  As  with  transportation,  no  other  expenses  are  pro- 
vided to  the  aide.  The  duty  period  cannot  exceed  16  days 
including  travel  time.  No  extensions  are  authorized. 

To  qualify,  a soldier  must  have  been  Soldier  of  the 
Month,  Quarter,  Cycle  or  Year,  be  stationed  in  CONUS, 
be  a high  school  graduate  from  the  area  in  which  he  or 


she  is  volunteering,  be  less  than  25  years  old  and  meet 
height  and  weight  standards. 

The  responsibility  of  the  hometown  recruiter  aide  is  to 
represent  the  Army  to  the  best  of  his  or  her  ability. 
According  to  Wrede  “1  want  to  do  the  best  1 can  for  the 
Army.”  When  asked  if  he  enjoyed  his  time  at  the  recruit- 
ing station,  he  said,  “1  love  it.” 

Anderson  County  High  School,  CUnton,  Tenn.,  is  the 
school  within  Herron’s  recruiting  area  and 
the  high  school  from  which  Wrede  gradua- 
ted. During  Wrede’s  first  week  of  duty,  he 
and  Herron  got  five  good  leads,  two  of 
which  have  since  committed  to  join  the 
Army.  “I  was  surprised,”  said  Herron. 
Wrede  feels  that  several  people  from  his 
school  are  interested  in  joining.  Herron 
said,  “PV2  Wrede  knows  most  of  the  seniors 
at  Anderson  County  High  School  and  some 
juniors.  He  is  providing  me  with  some  very 
good  leads.” 

Although  Herron  is  still  working  under  the  TTE  pro- 
gram, he  said,  “I  would  definitely  like  to  work  with  a 
hometown  recruiter  again.” 

The  hometown  recruiter  aide  program  is  administered 
at  HQ,  USAREC  by  the  Recruiting  Operations  Director- 
ate. SFC  Robert  Conley  in  the  Plans  and  Policy  Division 
manages  the  program  and  can  be  contacted  at  1-800-223- 
3735,  extension  4-8074.  Conley  feels  the  Hometown 
Recruiter  Aide  Program  really  works  because  he  said, 
“They  can  open  doors  1,  as  a recruiter,  couldn’t  get  into.” 
Pearl  Ingram,  /7J  staff 


‘They 
can  open 
doors 
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Vice  Mayor,  Alan  Johnson,  SSG 
Steve  Barton,  Rteyor,  Paul  Johnson. 
(Photo  by  Charlotte  Ward) 


Crime 

blocker 


H After  his  family  was  victim- 
ized, SSG  Steven  Barton  became  a 
block  watch  activist.  Three  years 
ago.  Barton’s  neighborhood  was  a 
frequent  target  for  burglars  and 
gunfire  was  often  heard  in  the 
night. 

Barton  not  only  wanted  a safe 
coipmunity  for  his  family,  but  also 
wanted  to  do  something  about  it. 
After  a presentation  by  a block 
watch  officer,  he  started  a commu- 
nity block  watch. 

Barton  said  that  since  the  block 
watch  began  there  hasn’t  been  a re- 
portable crime  in  the  area  covered. 
The  block  watch  boundaries  ex- 
pand as  more  neighbors  join.  The 
battle  plan  against  criminals  is  sim- 
ple. According  to  Barton,  “we  con- 
solidate our  area  and  take  it  back 
one  block  at  a time.” 

Due  to  the  growth  of  his  local 
block  watch.  Barton  was  ap- 
pointed by  the  city  councilman  to 
the  Mayor’s  Block  Watch  Com- 
mission. The  commission’s  goals 
are  to  develop  new  and  com- 
prehensive programs  to  improve 
neighborhoods  and  the  quality  of 
life  and  to  recommend  those  pro- 
grams to  Mayor  Paul  Johnson. 

Barton  also  helped  to  form  the 
non-profit  organization  known  as 
the  Maryvale  Village  Block 
Watch  Alliance,  Inc.  This  organi- 
zation acts  as  liaison  between  the 
Mayor’s  Block  Watch  Commis- 
sion, the  Phoenix  Block  Watch  Ad- 
visory Board  and  the 
neighborhoods. 


Barton  is  a ring  recruiter  with 
the  Phoenix  North  Recruiting  Sta- 
tion. He  is  active  in  his  community 
and  with  NCOA  and  is  well  known 
in  his  high  school  where  he  serves 
as  a part-time  swimming  coach. 
Charlotte  Ward,  Phoenix  Bn  A&PA 


The  wall 
visits  Dallas 

I “...So  gather  close,  hand  in 
hand,  leave  your  suffering  here; 
our  spirits  have  soared  together, 
and  we  have  shared  as  one,  now 
beyond  this  marble  wall,  or  peace 
we’ll  share  again  and  together, 
we’ll  have  won.” 

A few  simple  words  penned  in 
1987  by  Michael  Vincent 
Maroney,  a Vietnam  veteran  from 
Canyon,  Texas,  echo  the  thoughts 
of  millions  of  Americans.  The 
nation’s  portable  Vietnam  War  Me- 
morial, The  Moving  Wall,  travels 
throughout  the  nation  appearing  in 
major  metropolises  as  well  as 
small  towns. 

The  Moving  Wall  was  displayed 
in  the  small  town  of  Azle,  Texas. 
The  memorial  was  obtained 
through  the  efforts  of  local  Viet- 
nam Veterans  of  America  and  Vet- 
erans of  Foreign  Wars . A large 
crowd  attended  the  ceremony, 
marked  by  a speech  by  Congress- 
man Pete  Geren,  proclamations 
from  the  City  of  Azle  and  Tarrant 
County,  a POW/MIA  table  with 


place  settings  to  honor  those  miss- 
ing in  action,  and  a wreath-laying 
ceremony  involving  recruiters . 

SSG  Robert  Longinaker,  a re- 
cruiter from  the  Fort  Worth  North- 
west Recruiting  Station, 
represented  the  Dallas  Recruiting 
Battalion  by  laying  a wreath  at  the 
base  of  the  memorial. 

“I’ve  never  been  asked  to  do 
anything  like  this,  but  when  the 
VFW  Post  in  Azle  called,  I de- 
cided I wanted  to  do  it  for  friends 
and  a family  member  whose 
names  are  on  the  wall,”  said 
Longinaker. 

The  wall,  which  is  253  feet  long 
and  6 feet  tall,  is  composed  of  alu- 
minum panels  painted  gloss-black, 
giving  a mirror-like  finish.  Con- 
struction of  The  Moving  Wall, 
which  was  paid  for  from  contribu- 
tions made  by  the  public,  began  in 
1983  and  was  completed  October 
1984.  The  honored  include  over 
58,000  names  which  are  inscribed 
on  the  wall  — 1,3(X)  of  which  are 
still  unaccounted  for  prisoners  of 
war  and  missing  in  action. 

Mary  Ann  Phillips,  Dallas  Bn  A&PA 


SSG  Robert  Longinaker  studies  the 
memorial  wall  with  son,  Trebor.  (Photo 
by  Mary  Ann  Phillips) 
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■ Bill  Tempero  and  Pam  Barker,  American  Indycar  Series  (AIS)  executive  director,  look 
over  his  car.  Tempero  is  the  1990  and  1991  AIS  Driving  Champion.  Proudly  displayed 
on  his  Indycar  fuselage  are  the  words,  “ARMY  RESERVE,  96  ARCOM.”  Tempero  has 
never  been  In  the  Army  or  the  Reserve.  So,  why  does  he  continue  his  one^r  advertis- 
ing campaign?  “It’s  just  my  way  of  giving  something  back  to  the  community,”  Tempero 
says.  The  partnership  between  Tempero,  the  Army  Reserve,  and  the  community  does 
not  end  there.  For  the  past  2 years,  Tempero  and  Company  B,  244th  Engineers,  have 
worked  to  make  the  Special  Olympics  a successful  event  for  Fort  Collins,  Colo,  citi- 
zens. (Photo  by  T.  Martin  Barnes) 


Recruiting 

tigers 

H September  17,  was  the  day  50 
players  from  La  Junta,  Colo.,  were 
waiting  with  bated  breath.  This 
was  the  day  the  football  team 
would  get  “tiger  meat”  from  SFC 
Greg  Kraiter  after  practice. 

So,  what  is  “tiger  meat?”  Well, 
it  is  actually  raw  steak,  ground  up, 
mixed  with  eggs,  jalapeno  peppers, 
other  ingredients  and  seasonings.  It 
is  served  on  crackers,  and  each 
player  of  the  La  Junta  High  School 
football  team  must  eat  one  prior  to 
going  into  the  locker  room  after 
practice.  “Tiger  meat”  is  aptly 
named  because  the  team  is  the  La 
Junta  Tigers. 

This  ritual  has  taken  place  every 
year  since  1989,  when  Kraiter  was 


assigned  as  a recruiter  there.  After 
watching  the  team  play,  he  went  to 
talk  to  the  coach.  Coach  Bob  Mur- 
phy said  “Kraiter  came  up  to  me 
and  told  me  that  what  my  team 
needed  was  some  ‘tiger  meat.’  He 
told  me  it  would  pump  them  up 
and  improve  team  spirit  1 told  him 
1 would  think  about  it.  The  more  1 


thought  about  it,  1 figured  why 
not?”  So  began  a tradition. 

When  Kraiter  showed  up  at  the 
football  field,  the  team  was  finish- 
ing their  practice.  Murphy  and  his 
staff  called  Kraiter  over  to  the 
field.  The  team  then  presented 
Kraiter  with  a team  coaching 
jacket,  and  told  him  thank  you  for 
all  that  he’s  done  for  the  team.  He 
was  surprised  and  overwhelmed. 
Kraiter  then  told  the  team  they  did 
not  have  to  thank  him,  “just  con- 
tinue to  work  together  as  a team 
and  bring  home  the  trophy.” 

After  the  presentation,  the  team 
ran  off  the  field  towards  the  locker 
room.  On  their  way  in,  each  player 
grabbed  a cracker  piled  with  “tiger 
meat,”  and  ate  it.  There  was  a lot 
of  whooping  and  hollering  as  each 
player  ran  for  the  water  (the  stuff 
is  mighty  hot!). 

Murphy  stated  that  he  usually 
doesn’t  get  real  friendly  with  re- 
cruiters, but  Kraiter  is  an  excep- 
tion. “I  respect  him,  because  he’s 
not  out  just  to  make  mission,  he 
really  cares  about  the  kids,”  Mur- 
phy stated. 

Kraiter  has  enlisted  quite  a few 
of  the  students  from  La  Junta  High 
School,  many  of  them  football 
players.  He  is  truly  a mentor  in  the 
school  and  the  community. 

CarmI  Elchhorn,  Denver  Bn  A&PA 


SFC  Greg  Kraiter 
talks  with  team 
after  presentation 
of  jacket  (Photo  by 
CarmI  Eichhorn) 
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Destruction  caused  by  Hurricane  An- 
drew. (Photos  by  Brian  Wyatt) 


RSC  relief 

H The  current  class  of  the  U.S. 
Army  Recruiting  Support 
Command’s  18-wheeler  truck  driv- 
ing school  went  way  out  of  its  way 
to  train  — in  more  ways  than  one. 
Instead  of  short  jaunts  on  a charted 
course  at  Fort  Bel  voir,  Va.,  three 
students  and  their  teacher  headed 
for  Miami  to  help  with  Hurricane 
Andrew  disaster  relief. 

The  students,  SSG  Paul 
Armatoski,  SSG  Brian  Wyatt  and 


SGT  Liz  Wuske  spent  an  extended 
week  of  their  trucker  training  on 
the  road  with  their  instructor,  SFC 
Otis  J.  Crews.  With  him,  they 
drove  food,  water  and  supplies  to 
victims  of  Hurricane  Andrew. 

The  2d  Recruiting  Brigade 
called  RSC  to  help  them  get  sup- 
plies down  to  23  families  of  recruit- 
ers who  had  been  hit  hard  by  the 
recent  hurricane  in  the  Miami  area. 
The  school  was  alerted  and  its  stu- 
dents and  staff  headed  out  to  pick 
up  supplies  in  Atlanta  and  trans- 
port them  to  Florida. 

One  vehicle  was  a 33-foot-long 
trailer  unit  used  to  move  the 
Army’s  Bicentennial  of  the  Consti- 
tution exhibit  around  the  country; 
the  other,  a 12-foot  carryall,  nor- 
mally carries  a portable  optical  dis- 
play to  make  presentations.  For  a 9 
1/2  day  period,  these  vans  were 
pressed  into  unusual  service  for 
their  country. 

After  picking  up  the  food  and 
supplies  in  Atlanta,  the  RSC  per- 
sonnel first  delivered  half  of  the 
water  and  supplies  to  the  Miami 
Recruiting  Battalion  and  then  took 


the  rest  to  Homestead,  Ra.  In 
Homestead  the  82nd  Airborne  Spe- 
cial Task  Force  2/325  unloaded 
and  distributed  the  cargo. 

Wyatt  said,  “Our  vans,  with  the 
huge  green  Army  on  the  side,  were 
great  motivators;  soldiers  would 
come  by  and  have  their  pictures 
taken  by  them.” 

They  went  back  to  Atlanta  for 
another  load  and  went  directly  to 
Homestead.  According  to  Wyatt, 
“The  trucks  would  barely  be 
unloaded  and  the  supplies  were 
already  gone.” 

“The  people  were  desperate  for 
the  disposable  diapers  and  baby 
items.  Those  things  went  right 
away,”  said  Wuske.  “It’s  a mess 
down  there,  they  don’t  even  know 
where  to  begin.” 

What  did  it  look  like?  Wyatt 
said,  “You  really  have  to  go.  You 
really  have  to  see  it  for  yourself  to 
believe  it.” 

The  normal  6- week  truck  driv- 
ing course  usually  meets  at  RSC’s 
home  base,  Cameron  Station,  Alex- 
andria, Va.  Sometimes  instruction 
is  given  at  the  truck-driving  course 
that  is  set  up  at  Fort  Belvoir.  But, 
according  to  Crews,  the  trainees 
did  well  in  this  trial-by  hurricane 
class.  “They  had  to  weave  around 
debris,  dodge  downed  powerlines. 
To  do  that,  work  as  hard  as  they 
did,  see  what  they  saw,  and  still 
have  their  heads  on  straight, 
geared  to  learn  all  the  concepts  of 
driving  a tractor-trailer,  was  a true 
test  They  passed  it  with  flying 
colors.” 

Liz  Neblett,  Recruiting  Support 
Command 


The  pallets  would  empty  as  soon  as  they  were  filled  from  the  truck. 
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Recruiter 
saves  life 

H SGT  Robert  M.  Jones,  a re- 
cruiter with  the  Sacramento  Battal- 
ion acted  swiftly  and  saved  the  life 
of  a man  having  a massive  heart  at- 
tack. 

The  victim,  Mr.  Antonio 
Sergetti  of  Yreka,  Calif,  has  since 
been  released  from  a local  hospital 
after  staying  in  their  intensive  care 
unit,  and  is  doing  well  after  the  or- 
deal. 

Jones  said  that  he  was  in  the 
local  bank  when  he  heard  a big 
crash.  When  he  looked  in  the  direc- 
tion of  the  disturbance,  he  saw  a 
man  lying  on  his  side  on  the  floor. 

“Everyone  was  just  standing 
around  looking  stunned.  Nobody 
was  doing  anything. . . it  seemed 
that  time  had  slowed  down,”  said 
Jones.  “I  went  over  to  him  and 
rolled  him  onto  his  back.  I saw  that 
he  was  turning  blue  and  really  pur- 
ple. I’d  never  seen  anyone  turn  that 
color  before.” 

Jones  added  that  Sergetti  sucked 
in  a big  breath  of  air,  but  did  little 
else.  When  Jones  checked  for  a 
pulse,  none  could  be  found.  He 
then  administered  cardiopulmo- 
nary resuscitation  (CPR) 

“I  told  one  of  the  bank  persons 
to  call  for  an  ambulance  and  then 
gave  him  (Sergetti)  CPR  for  about 


SGT  Robert  M.  Jones  (Photo  by  Mke 
Cicero) 


15  minutes  until  help  arrived,” 
Jones  stated. 

When  help  arrived,  the  paramed- 
ics used  a defibrillator  on  Sergetti 
to  restore  the  rhythm  to  his  heart 
and  then  took  him  to  the  hospital. 

“I  went  to  see  him  on  Labor  Day 
and  he  was  out  of  the  intensive 
care  unit,”  Jones  said.  “That  made 
me  feel  pretty  good.” 

For  his  swift  and  instinctive  ac- 
tion, the  bank  gave  Jones  a free 
checking  account  and  free  ATM 
card  (automated  teller  machine 
card)  use  for  a year. 

Jones,  a native  of  San  Diego, 
joined  the  Army  in  1980.  He  com- 
pleted three  assignments  as  an  air- 
borne infantryman  before 
becoming  a recruiter. 

Fred  Zinchiak,  Sacramento  Bn  A&PA 


Radio 

assistance 

H Aberdeen,  a small  town  in 
Washington  State,  is  a little  off  the 
beaten  track.  So,  SSG  Clayton 
Schmidt  and  SSG  Michael  Lyons 
decided  they  needed  to  do  some- 
thing to  alert  the  area  to  the 
Army’s  presence  in  the  commu- 
nity. Fortunately,  local  disc 
jockey,  Randy  Roadz,  the  voice  of 
Aberdeen,  is  very  interested  in 
helping  high  school  students  pre- 
pare for  the  job  market.  Schmidt 
and  Roadz  worked  out  a plan  to 
get  information  on  the  air  about  op- 
portunities the  Army  offers. 

First,  a program  called  “Army 
Update”  was  initiated.  Schmidt 
provides  a story  about  one  of  his 
applicants  explaining  what  job  the 
person  enlisted  for,  where  they 
will  go  for  basic  and  advanced 
training  and  what  kind  of  educa- 


tional programs  they  qualified  for. 

Roadz  reads  the  story  for  a week 
over  the  air.  This  allows  him  to  pro- 
vide a personal  link  between  the 
town  and  the  Army. 

Then  Schmidt  worked  out  an- 
other program  with  local  high 
schools  giving  students  an  opportu- 
nity to  vote  for  a teacher  of  the 
month.  The  results  are  announced 
on  the  air  and  the  teacher  and  fam- 
ily are  treated  to  a free  lunch  at  the 
local  McDonalds. 

But  there  is  still  yet  another  pro- 
gram to  reach  the  local  business 
leaders  — “Cinnammon  Roll 
Call.”  Business  people  are  invited 
to  send  in  postcards  from  which  a 
winner  is  selected  once  a week. 
Roadz  and  Schmidt  visit  the  win- 
ning business  with  a dozen  fresh 
cinnammon  rolls  donated  by  a 
local  bakery.  The  visits  give  the  re- 
cruiters the  opportunity  to  meet 
business  leaders  and  to  inform 
them  about  the  Army’s  opportuni- 
ties. 

Roadz  was  recently  surprised 
when  he  was  made  an  honorary  re- 
cruiter in  recognition  of  the  out- 
standing support  of  the  Army  in  his 
community.  Aberdeen  may  not  be 
a big  town,  but  as  far  as  the  Army 
is  concerned  it  has  a big  heart. 
William  Pearce,  Seattle  Bn  A&PA 


Disc  jockey,  Randy  Roadz,  Is  made  an 
honorary  recruiter  by  CPT  David  Owen, 
Olympia  Recruiting  Company  con> 
mander.  ( Photo  by  William  Pearce) 
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Hot  Messages 

RECUSAR  message  92-082  FY 
93  Selective  Reserve  Incentive 
Program  (SRIP)  provides  the 
HQDA  announced  bonus  MOS 
list  effective  1 Oct  92.  AR  135-7 
prescribes  eligibility. 

Eligible  Skills  for  Enlistment 
Bonus  ($2,000)/Enlistment  SLRP 
($10,000)  — IIH,  12B,  12C,  18B, 
18C,  18D,  18E,  25Q,  25R,  25S, 
29E,  29J,  29S,  29V,  31L,  31M, 
33T,  36L,  36M,  37F,  38A,  42D, 
43E,  43M,  45K,  45L,  45N,  46R, 
51B,51G,51K,  52G,54B,55B, 
57E,  62F,  62G,  62H,  63D,  63G, 
63H,  63N,  63T,  63W,  63Y,  67G, 
67T,  68H,  68Q,  68R,  68X,  7 1C, 
76J,  77L,  77W,  81Q,  82B,  82D, 
88H,  88K,  88L,  88Q,  88R,  88T, 
88U,  88V,  88W,  91C,  91M,  91Q, 
91R,91S,97E,  98C,98G. 

Eligible  Skills  for  SLRP 
($20,000)  Enlistment — 18B, 

18C,  18D,  18E,  29  V,  37F,  38A, 
68X,  91C,  91Q,  91S,  97E,  98G. 

Eligible  Skills  for  Prior  Service 
Enlistment  Bonus  — 18B,  18C, 
18D,  18E,  18F,  29V,  37F,  38A, 
39G,  62H,  67G,  68X,  88V,  91C, 
91Q,  91S,  93B,  97E,  97G,  98G, 
98H,  98J. 

Unit  bonus  ($1,5(X))  are  dis- 
played on  USAR  REQUEST. 

RECUSAR  message  92-080, 
Part  I,  provided  guidance  on  Im- 
plementation of  Enlistment  In- 
centive Contingency  statement 
that  went  into  effect  1 Oct  92. 

This  policy  was  necessary  to  con- 
tinue enlisting  applicants  for  SRIP 
(specifically,  enlistment,  reenlist- 
ment , and  affiliation  bonuses  and 
Health  Professional  Loan  Repay- 
ment Program)  prior  to  Congress 
passing  the  CRA.  In  FY  92, 50 
percent  of  our  NPS  enlistments 
took  advantage  of  SRIP.  The 
Student  Loan  Repayment  Program 
and  the  Montgomery  GI  Bill  re- 
mained in  force. 


RECUSAR  message  92-077 
provides  guidance  on 
FORSCOM’s  “will  train”  policy. 

Looking  for  DMOSQ 

The  need  for  soldiers  working 
in  their  primary  MOS  or  second- 
ary MOS  remains.  Recruiters  who 
enlist  or  transfer  prior  service 
soldiers  who  are  DMOSQ  will  re- 
ceive 10  points  plus  10  additional 
CG  points. 

ADSW  Money 

Active  Duty  Special  Work  Pro- 
gram money  is  now  available.  The 
1st  Quarter  is  an  excellent  time  to 
use  this  program  in  your  schools. 
Put  your  dtp’s  who  have  re- 
turned from  SPLIT  I in  uniform 
for  the  day  while  at  school.  These 
young  new  soldiers  are  highly  mo- 
tivated and  can  bring  in  leads  that 
will  assist  your  prospecting  and 
school  programs. 

More  on  DTP  Loss 
Replacement  Policy 

Implementation  is  delayed  until 
RSM  November.  New  policy  is 
already  in  UR  601-95.  The  delay 
was  caused  by  problems  in  auto- 
mating with  the  dispo  roster,  but 
everything  should  be  ready  to  go 
RSM  November.  Meanwhile,  you 
should  continue  to  follow  up  on 
your  DTPers  to  minimize  losses 
within  30  days  of  ship. 

PST 


MUSARC 

FUNDED 

104th  DIV 

$18,000 

108  th  DIV 

14,00 

120  th  ARCOM 

274,000 

121st  ARCOM 

272,000 

122d  ARCOM 

23,00 

123D  ARCOM 

25,000 

124TH  ARCOM 

145,00 

125TH  ARCOM 

226,00 

157THINF 

5,000 

SOOTH  MP 

1,000 

310THTAACOM 

80,000 

311TH  COSCOM 

3,00 

377TH  TAACOM 

6,000 

416TH  ENG 

0 

420TH  ENG 

29,000 

425TH  TC 

11,000 

63D  ARCOM 

278.000 

70TH  DIV 

4,000 

75TH  MAC 

0 

USARPR 

141,00 

76TH  DIV 

15,000 

77TH  ARCOM 

322,000 

78TH  DIV 

65,000 

79TH  ARCOM 

79,000 

80TH  DIV 

38,000 

807TH  MED 

28,000 

8 1ST  ARCOM 

725,000 

83D  ARCOM 

170,000 

85TH  DIV 

0 

86TH  ARCOM 

40,000 

88TH  ARCOM 

4,000 

89TH  ARCOM 

8,000 

90TH  ARCOM 

107,000 

94TH  ARCOM 

85,000 

95TH  DIV 

6,000 

96TH  ARCOM 

0 

97TH  ARCOM 

203,00 

98TH  DIV 

60,000 

99TH  ARCOM 

52,000 

Prior  Service  Training  Program 
is  covered  in  USAREC  Reg  601- 
98.  Enlistments  are  contingent 
upon  MUSARC’s  approval  with  a 
fund  site.  OCAR  obligated  3.6  mil- 
lion for  the  program  for  FY  93. 
Listed  below  are  MUSARCs  with 
allocated  PST  fund  amounts: 
MUSARC  FUNDED 

100th  DIV  $4,000 

102d  ARCOM  67,00 

103d  COSCOM  0 


Questions/Comments 

If  you  have  a question  or  idea 
you  want  to  share,  write  us. 
Please  be  as  detailed  as  possible. 
HQ  USAREC 
Director  of  Reserve  Affairs 
ATTN:  RCRC-PPS-TIPS 
Fort  Knox,  KY  40121 

POC  is  MSG  Himikel,  1-800- 
223-3735,  extension  4-0873 
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Life  Signs 


New  CHAMPUS  Handbook 

The  new  CHAMPUS  Hand- 
book has  been  published,  and  will 
soon  be  available. 

The  156-page  handbook  has 
been  completely,  updated  with  the 
latest  information  about  the  stan- 
dard CHAMPUS  program’s  bene- 
fits, procedures  and  eligibility 
requirements,  including  new  pro- 
visions for  some  service  members 
who  leave  active  duty,  and  their 
families.  The  book  was  last  pub- 
lished in  1990. 

Also  discussed  in  the  handbook 


Individuals  who  want  copies  of 
the  new  handbook  should  contact 
their  nearest  Health  Benefits  Advi- 
sor. 

Deductible  computation 
started  over  1 Oct 

The  computation  of  the  CHAM- 
PUS annual  deductible  for  outpa- 
tient care  began  for  the  new  fiscal 
year  on  OcL  1.  For  services  re- 
ceived from  Oct.  1, 1992,  through 
Sept  30, 1993,  all  CHAMPUS- 
eligible  persons  except  the  family 
members  of  active-duty  E-4s  and 
below  will  pay  the  first  $150  (for 


Benefits  (EOB)  form  that’s  sent 
by  one  claims  processor,  to  any 
other  processor  a claim  is  sent  to, 
at  the  time  the  claim  is  filed  with 
the  other  processor.  The  EOB  tells 
the  other  processor  how  much  the 
family  has  paid  toward  satisfying 
the  deductible  for  the  year. 

Catastrophic  cap 
started  over 

The  “catastrophic  cap,”  or  limit 
on  how  much  service  families  will 
have  to  pay  for  CHAMPUS- 
covered  medical  bills  in  a fiscal 
year,  started  over  again  on  Oct.  1 . 


CHAMPUS  News 


are  the  uniformed  services’  Active 
Duty  Dependents  Dental  Plan  and 
CHAMPVA,  a program  similar  to 
CHAMPUS  that  is  operated  by  the 
Department  of  Veterans  Affairs 
for  families  of  disabled  veterans. 

The  cover  of  the  new  handbook 
is  green  with  white  lettering.  The 
red-white-and  blue  1990  hand- 
book and  all  previous  editions  are 
outdated,  and  should  be  discarded 
immediately. 

The  new  handbook  is  being 
shipped  to  the  military  services’ 
distribution  centers,  to  the  U.S. 
Public  Health  Service,  the  U.S. 
Coast  Guard,  and  to  the  headquar- 
ters offices  of  all  CHAMPUS 
claims  processors. 

Requests  for  supplies  of  the 
handbook  may  be  forwarded  to 
the  appropriate  publication  distri- 
bution centers.  Requesters  should 
refer  to  CHAMPUS  Handbook 
6010.46H,  dated  July  1992,  when 
ordering  firom  their  distribution 
centers. 


one  person)  or  the  first  $300  (for  a 
family)  of  allowable  charges  for 
outpatient  medical  care. 

Families  who  have  other  insur- 
ance that  pays  some  or  all  of  their 
ouq>atient  medical  bills  must  at- 
tach to  their  CHAMPUS  claims 
copies  of  their  other  health 
insurance’s  payment  determina- 
tion (the  “Explanation  of  Bene- 
fits,” or  EOB)  showing  how  much 
it  paid,  along  with  copies  of  item- 
ized bills.  The  amount  other  insur- 
ance pays  on  these  claims  will  be 
credited  toward  a family’s  CHAM- 
PUS annual  outpatient  deductible. 

Those  who  receive  care  under 
CHAMPUS  in  more  than  one 
state,  and  send  claims  to  more 
than  one  CHAMPUS  claims  pro- 
cessor, must  be  sure  that  all  pro- 
cessors to  whom  they  send 
CHAMPUS  claims  know  when 
part  or  all  of  the  family’s  deduct- 
ible has  been  paid  for  the  fiscal 
year.  To  do  this,  mail  a copy  of 
the  CHAMPUS  Explanation  of 


The  cap  helps  protect  families 
from  catastrophically  high  medi- 
cal expenses.  Presently,  it’s 
$1,000  for  active-duty  families 
and  $10,000  for  all  other  CHAM- 
PUS- and  CHAMPVA-eligible 
families. 

The  cap  applies  to  the  amount 
of  money  needed  to  meet  the 
family’s  annual  deductibles  for 
outpatient  care,  and  cost-shares 
for  both  inpatient  and  outpatient 
care,  based  on  CHAMPUS  allow- 
able charges  for  covered  care  re- 
ceived in  any  one  fiscal  year. 
When  a family  reaches  the  cap  in 
a fiscal  year,  CHAMPUS  then 
pays  all  additional  allowable  costs 
for  covered  care  for  the  rest  of  that 
fiscal  year. 

Charges  for  care  not  covered  by 
CHAMPUS,  or  charges  beyond 
those  CHAMPUS  determines  to 
be  reasonable,  or  “allowable,”  are 
not  capped;  they  must  be  paid  in 
full  by  family  members  or  their 
sponsors. 


November  1992 
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Planning  the  plan 

for  Army  families  in  a changing  world 


“A  ‘family-friendly’  military  is  not  just  nice  to  have, 
it  is  a sound  strategy  for  attracting  and  retaining  quality 
personnel,”  the  Honorable  Christopher  Jehn,  Assistant 
Secretary  of  Defense  for  Force  Management  and  Per- 
sonnel, told  more  than  250  attendees  at  the  opening  ses- 
sion of  the  10th  Army  Family  Action  Plan  (AFAP) 
Planning  Conference. 

Jehn  topped  the  list  of  distinguished  speakers  sched- 
uled to  address  the  facilitators,  staff,  guests  and  130  del- 
egates throughout  the  week-long  conference.  In  his 
remarks,  Jehn  said  the  contribution  AFAP  makes  to  the 
Total  Army  Family  is  very  important  “One  of  the 
strengths  of  the  Army  is  represented  in  you  here 
today,”  he  said. 

“The  investment  made  in  family  programs  in  the  last 
decade  has  paid  enormous  dividends.  Families  go  to 
war  in  a very  real  sense  and  family  readiness  plays  a 
key  role,”  Jehn  said.  He  commented  on  significant 
changes  in  the  world  since  1989,  citing  the  fall  of  the 
Berlin  Wall,  the  dissolution  of  the  Warsaw  pact  and 
Soviet  Union  and  the  victory  in  Southwest  Asia. 

Discussing  the  drawdown,  Jehn  said  that  since  1989 
there  are  300,000  fewer  personnel  and  over  100  weap- 
ons programs  have  been  cancelled.  Between  1989  and 
1995,  he  continued,  the  armed  forces  will  be  reduced 
25  percent  and  over  700  installations  will  be  closed  or 
realigned  worldwide.  “As  we  reduce,  we  have  im- 
plemented well-thought-out  programs  for  our  people  — 
both  for  those  leaving  and  those  staying.” 

He  went  on  to  assure  listeners  that  the  Department  of 
Defense  supports  family  initiatives,  reaffirms  family 
centers  encourages  self-reliance  and  is  committed  to 
keeping  families  informed.  “We  will  give  you  the  nec- 
essary tools  to  maintain  the  quality  of  life,”  he  said,  at 
the  same  time  pointing  out  the  difficulty  of  balancing 
resource  restraints  while  maintaining  that  quality. 

Also  on  the  podium  were  MG  Jerry  C.  Harrison,  di- 
rector, Office  of  the  Chief  Legislative  Liaison,  and  BG 


Raymond  T.  Roe,  commander,  U.S.  Army  Community 
and  Family  Support  Center. 

Harrison  provided  an  overview  of  legislative  issues 
and  explained  how  his  staff  monitors  congressional  ac- 
tions. He  also  emphasized  the  necessity  for  establishing 
rapport  with  the  103rd  Congress  since  there  will  be  a 
turnover  of  125-150  members.  “My  job  is  explaining 
the  Army  to  Congress,  and  the  workings  of  Congress  to 
the  Army,”  he  said. 

“When  someone  says  to  you,  ‘I  want  to  bring  a repre- 
sentative to  your  installation,’  that  is  very  important. 

Do  it  right!  Speak  in  plain  English,  down  home  and 
personal.  Ask  the  sergeant  to  tell  his  story.  Explain  how 
issues  affect  the  people  in  the  representative’s  district 
and  state.”  Congress,  he  said,  cares  about  family  issues. 

Roe  gave  conference  delegates  their  charter.  The 
value  of  AFAP  is  in  the  grass  roots,  town-hall,  bottom- 
up  method  of  raising  issues,  he  said.  Ninety-five  per- 
cent of  issues  are  resolved  at  the  installation  level. 
Issues  that  the  local  commander  can’t  solve  are  raised 
to  the  major  Army  command  (MACOM)  level,  then 
Army  level. 

AFAP  delegates  discuss  selected  active  issues  and 
give  the  Army  staff  their  recommendations  during  the 
conference  report  out  session.  “My  mission  is  to  turn 
active  issues  to  completed  issues,”  said  Roe.  “It  is  eas- 
ier for  me  to  do  that  if  you  give  me  affordable  plans 
with  definable  end-states  and  achievable  goals.  Bring 
your  expertise  to  the  table  at  AFAP,  represent  the  Total 
Army  Family.  This  is  important  business.  It  is  hard 
work.  We  are  delighted  to  have  you.” 

The  130  delegates  fell  into  several  categories.  Dele- 
gates were  divided  into  10  work  groups,  which  dis- 
cussed relocation,  force  support,  employment, 
children’s  issues,  entitlements  and  consumer  services. 

Harriet  E.  Rice,  U.S.  Army  Community  and  Famiiy 
Support  Center,  Marketing  Division 


26 


Recruiter  Journal 


Salutes 


Rings 


ALBANY 

SFC  Richard  Ammerman 
SFC  Thomas  E.  Dickey 

BALTIMORE 

SFC  Thaddeus  Pernak 

CHICAGO 

SSG  Anthony  Culpepper 

CLEVELAND 


SSG  Robert  Fondren 
SSG  Steven  J.  Roosendaal 

HARRISBURG 

SFC  Gerome  Adams 
SFC  Ronnie  Parker 
SFC  Gary  Widener 

HOUSTON 

SFC  Robert  Gooch 

INDIANAPOLIS 

SSG  Mark  A.  Culp 
SSG  Ray  D.  Flively  Jr. 

SSG  Gary  D.  Wilson 


JACKSONVILLE 

SFC  Gary  Lambert 
SSG  Joanne  M.  Lee 
SFC  Ennis  McFadden 
SFC  Thomas  Stirewalt 

LOS  ANGELES 

SFC  Reginald  Hall 

MIAMI 


SFC  Curtis  B.  Mathis 
SFC  George  J.  Wise 

PHILADELPHIA 

SFC  Harry  S.  Sanders 
SFC  James  L.  Thompson 

PinSBURGH 

SGT  Antonio  Felix 
SFC  Randall  Long 

RALEIGH 

SFC  James  M.  Flowers 
SSG  Benny  Harris 
SFC  Brent  Johnson 


SSG  Gregg  Johnson 

SACRAMENTO 

SSG  Albion  Brown 
SFC  Pedro  G.  Lopez 
SSG  Ronald  Turner 

SALT  LAKE  CITY 

SFC  Ronald  M.  Bacher 
SSG  Brett  Hardcastle 

SAN  ANTONIO 

SSG  Warren  Swain 
SSG  Gilbert  Cortez 

SEAHLE 

SSG  Marshall  Graham 
SSG  Nicholas  Johnson 
SG  Richard  Jones 
FC  David  E.  Lentz 
SFC  David  McDermott 
SFC  Mark  Probert 
SFC  Billy  L.  Wright 
SSG  Clifford  Yarborough 
ST.  LOUIS 

SFC  Christal  Gallmon 
SSG  Frederic  Jackson 

SYRACUSE 

SFC  Bruce  C.  MacDonald 
SFC  Leslie  Murray 

TAMPA 

SSG  Herbert  Sousa 


SSG  Brian  Bedee 

COLUMBIA 

SSG  Michael  Arnold 
SFC  John  Ashman 
SSG  Enrique  Chevere 
SSG  Ginger  Cribb 
SFC  Timothy  Daughertjy 
SSG  David  Griffard 

DALLAS 

SSG  Alvin  Berkley 
SSG  Calvin  Drummonds 

DENVER 


Diaz-Rivera 

t'Serrano 


lir  Jr. 

'Charlie  Johnson  Jr. 
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ALBANY 

SSG  Edward  C.  Abinette 
SSG  Michael  P.  Cieslewski 
SGT  Joseph  P.  Dowling 

BECKLEY 

SSG  John  A.  Ecenrodes 
SSG  Jerry  Remines 
SSG  David  R.  Walker 

BRUNSWICK 

SSG  Kevin  R.  Ivey 
SSG  Stephen  T.  Northrop 
SSG  William  J.  Stehley 
SFC  Gary  A.  Stensland 
SGT  Stephen  C.  Wentzell 

DALLAS 

SFC  Karl  E.  Lucas 

DENVER 

SGT  Paul  M.  Johnson 
SSG  Jeffrey  L.  Lytle 

DES  MOINES 

SSG  Gerald  T.  Schulze 

HOUSTON 

SSG  Edgardo  L.  David-Soto 
SGT  Jazeka  O.  Rogers 

INDIANAPOLIS 

SGT  William  T.  Perkins 

KANSAS  CITY 

SFC  Byron  L.  Whitney 

LOS  ANGELES 

SSG  Joe  R.  Clarida  Jr. 

SSG  Charles  Cooper 
SSG  David  Gonzalez 
SFC  Danny  R.  Keys 


Gold  Badges 


MIAMI 

SSG  Tomas  O.  Montanez 
SSG  Eriberto  Rivera 
SSG  Rene  R.  Rivera- 
Casanova 

MILWAUKEE 

SGT  Jeffery  L.  Payne 
SSG  John  D.  Penrose 
SSG  Terence  W.  Smith 
SSG  Randy  M.  Tupa 

MONTGOMERY 

SGT  Michael  A.  Brown 
SSG  James  A.  Richardson 
SGT  Kenneth  L.  Sumrall 

NEW  ORLEANS 

SGT  Chester  Keeton 

NEW  YORK 

SGT  Sandra  I.  Crespo 
SSG  Donald  R.  Maddox  Jr. 
SGT  Charles  G.  Whalen 

OKLAHOMA  CITY 

SGT  Scott  A.  Leeling 

PHILADELPHIA 

SGT  Tim  J.  Clegg 
SFC  James  E.  Edmonds 
SGT  Roberto  A.  Martinez 
SFC  Russell  K.  Sharbaugh 

PORTLAND 

SSG  John  D.  Mauk 
SSG  David  J.  Mindolovich 

SACRAMENTO 

SSG  Christopher  S. 
Schroeder 


SANTA  ANA 

SSG  Richard  G.  Beaty 
SFC  Gary  L.  Brimmer 
SFC  Michael  J.  Cook 
SSG  Robert  E.  Goudy  Jr. 
SGT  John  D.  Parks 
SSG  Johnny  Stevenson 
SSG  Robert  L.  Woodley 

SAN  ANTONIO 

SFC  Edwin  Rodriguez 
SFC  Alejandro  Torres 
SSG  Jose  A.  Torres 

SEATTLE 

SSG  Kenneth  L.  Cote 
SFC  Mark  E.  Cree 
SFC  Charnell  Y.  Just 
SFC  Donald  N.  Macivor 
SSG  John  R.  Weathers 
SGT  Michael  A.  Yokie 

ST.  LOUIS 

SGT  Kenneth  Addy 
SSG  Austrey  R.  Andrew 
SGT  Cedric  Broyles 
SSG  Thomas  Kelly 
SSG  Michael  D.  Litchfield 
SSG  Alfonso  Lozano 
SSG  Chris  FI.  Shultz 

SYRACUSE 

SSG  Donald  E.  Hall 
SGT  Carlos  D.  Martinez 
SSG  Larry  D.  Warters 

TAMPA 

SSG  Rudolphus  D.  Jackson 
SSG  Anthony  Minnigan 
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RSC  Schedule 


RSM  November 
Cinema  Vans 

ALBUQUERQUE,  Nov  16  - 27 
BALTIMORE,  Oct  27  - Nov  20 
BRUNSWICK,  Nov  9 - 13 
CLEVELAND,  Oct  27  - Nov  13 
COLUMBIA,  Nov  17  - 27 
DES  MOINES,  Nov  9 -20 
INDIANAPOLIS,  Nov  16  - 27 
MILWAUKEE,  Oct  27  - Nov  6 
MONTGOMERY,  Nov  16  - 27 
NASHVILLE,  Oct  27  - Nov  13 
PHOENIX, Oct 28 -Nov  13 
PORTLAND,  Oct  27  - Nov  27 
SACRAMENTO,  Oct  29  - Nov  27 
SYRACUSE,  Oct  27  - Nov  6 

Cinema  Pods 

ALBANY,  Nov  2 - 6 
BECKLEY,  Oct  28  - Nov  19 
BRUNSWICK,  Nov  23  - 25, 

Nov  9 - 13,  Nov  27  - 30 
COLUMBUS,  Nov  24  - 30 
HARRISBURG,  Oct  27  - Nov  20 
LANSING,  Oct  27  - Nov  20 
LOS  ANGELES,  Nov  16  - 30 
MIAMI,  Nov  23  - 30 
NEW  ORLEANS,  Oct  28  - Nov  25 
NEW  YORK,  Nov  16  - 20 
SANTA  ANA,  Oct  27  - Nov  12 
ST. LOUIS, Oct 27 -Nov 27 
TAMPA,  Oct  27  - Nov  20 
High  Tech 

DALLAS,  Oct  27  - Nov  13 
DENVER,  Oct  27  - Nov  13 


Answers  to  the  Test 

1.  C,  USAREC  Reg  350-6,  para  3-14  a 

2.  B,  USAREC  Reg  350-6,  para  3-15  c 

3.  D,  USAREC  reg  601-56,  para  2-4 

4.  B,  USAREC  Reg  601-56,  appendix  B,  para  B-2 

5.  C,  USAREC  Reg  601-37,  para  5-8  a 

6.  A,  AR  601-210,  Table  2-3,  Rule  K 

7.  B,  USAREC  Reg  350-7,  Chap  6,  sec  1,  para  6-2 

8.  B,  USAREC  Reg  350-7,  Chap  4,  sect  V,  para  4-23 

9.  B,  AR  601-210,  table  4-1,  Une  F 

10.  B,  USAREC  Reg  601-94,  para5(e) 

11.  B,  USAREC  Reg  621-2  l-4(d)(l) 

12.  C,  USAREC  Reg  611-4,  para  7a(5) 

13.  D,  USAREC  Reg  601-89,  para  7b 

14.  C,  USAREC  Reg  350-6,  appendix  C 

15.  B,  USAREC  Reg  601-94,  Chap  5q 


Training  Tips 

Question:  Goals  are  effective  only  if  they  are 
written  and  reviewed  frequently.  Are  there  any 
guidelines  to  use  when  writing  a goal? 

Answer:  When  writing  goals,  remember  that: 

(1)  They  must  be  something  that  you  can  do, 
have,  or  be. 

(2)  They  must  be  something  you  intensely  de- 
sire. 

(3)  They  must  be  measurable. 

(4)  They  must  be  under  your  control. 

(5)  They  must  be  specific. 

(6)  They  must  be  written  in  positive  personal 
affirmations  in  the  present  tense. 


